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‘ia Important eae to RAY- 0- VAC Dealers 


Here’s how Government Limitation Order L-71 
affects production of RAY-0-VAC Products: 


RAY-O-VAC LEAKPROOF 
FLASHLIGHT BATTERIES 


On orders from the War Production Board, our entire output 
of LEAKPROOF Sealed-in-steel flashlight batteries is now 
going to our fighting forces— protecting flashlights and vital 
communication equipment against ruinous corrosion. How- 
ever, your jobber may still have a limited stock. 





No flashlights for the duration. The 
Ray-O-Vac flashlights that your jobber 
has on hand are the last he will get. 


RAY-O-VAC CIVILIAN h _ RAY-O-VAC RADIO 


Production is limited to a small 


FLASHLIGHT BATTERIES § BATTERIES 


Built to Ray-O-Vac standard of 
quality, but no longer sealed in 
steel. Production limited to a 
fraction of the 1940 output. After 
priority orders, the balance will 
be allotted to jobbers. 


NOTE: In addition to the W. P.B. limitation order, production of all items is further gove 


LP 
nt 


fraction of the 1940 output, 


fa which will be distributed 


among the jobbers. All port- 
able radio batteries have been 
discontinued. 


rned by the supply of raw 


materials available. The L-71 order is therefore a ‘Maximum’ —with our production actually governed by raw materials. 
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OUR FIRST LINE OF OFFENSE* 


This is our newest battleship—heavyweight of the 
fleet, to us a thing of beauty, but an Axis admiral’s 
nightmare. Men-o’-wars-men call her a battlewagon. 
Big and tough she is built to meet all comers anytime, 
anywhere and no favors asked. That’s her job. 


Our job here at the mill and your job as a seller or a 
user of rope is to see that our Navy and Merchant 


Fleet put to sea with all the rope they need—that the 
requirements of our Army and Air Force—and of our 
vital industries are adequately provided for. We’ve got 
to do our part in spite of fibre shortages. You can do 
your part by conserving the rope you have. To help 
you, we have prepared the booklet, “Care Saves Rope”. 
It contains 16 pages of practical rope saving sugges- 
tions. Write for your copy. 


*Painted especially for our 1943 calendar by Worden Wood. 


Write for a reproduction of this picture. It is 
the first of a series portraying ships of our fleet. 





AMERICAN MANUFACTURING COMPANY 


Noble and West Sts., Brooklyn, N. Y. 


> 
4 \\ ROPE — TWINE — OAKUM — PACKING 


Western factory: ST. LOUIS CORDAGE MILLS, St. Louis, Mo. 
Sales Offices: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 


ROPE 


1S A WAR NECESSITY —CARE SAVES ROPE! 
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New here’s a chance for you hunters 
and target shooting fans, to cash in on 
your knowledge of guns! Marlin—al 
ways on the lookout for new ideas to 
improve sporting firearms—wants to 
hear from you. Sportsmen and gun 
dealers are cordially invited to join 
Marlin’s big Gun Contest with $1,000 
in cash prizes to shoot at. And remem- 
ber, many a good idea is simple and 
easy to describe. Your chance is as 
good as the next fellow’s to win a prize. 
It’s easy to get in the contest—read the 
details below and send your entry in 
today! Contest ends July 1, 1943. 

Jot down your ideas for improving 
any current model Marlin Gun. Follow 
the simple contest rules and send your 
entry in. If you wish, you may suggest 
new features, not at present in the line. 
A free catalog is yours for the asking, 
to review the features of Marlin Guns. 


PRIZES IN THE BIG MARLIN CONTEST 
The first prize is $500.00 in cash; sec- 


r in 13 


magazines: 
és a 
catalog 
You may win 





ond prize $100.00; third prize $50.00; 
fourteen additional prizes of $25.00cash 
each. Seventeen prizes in all! (Marlin 
suggests the purchase of U.S. Savings 
Bonds with the prize money.) 


JUDGING 
Three famous gun editors—Bob Nich- 
ols of Field & Stream, Jack O’Connor 
of Outdoor Life, Maj. Chas. Askins 
of Sports Afield—will select the win- 
ning entries. All ideas for which prizes 
are given become the property of The 
Marlin Firearms Company and none 
will be returned. Prizes awarded for 
the seventeen ideas which are most 
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All Marlin rifles—lever action, clip and tubu- 
lar magazine and .22 automatic, feature deep- 
cut, accurate, “Ballard” rifling. 


1943 








Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as second-class matter, March 2 
March 8, 1879 (Printed in U. 8S. A.) $1.00 per wear. 5 


Marlin’s Over & Under Shotgun in 12, 16 
and 20 gauges and .410 bore, is hammerless, 
cocks on opening, has sturdy one-piece frame. 





Single copies, 25¢ each. Vol. 151, No. 1 
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valuable and practical, in the opinion 
of the judges. Duplicate prizes awarded 
in the event of a tie. WINNERS will be 
determined and prizes announced as 
soon as possible. 


CONTEST RULES 

The Marlin Gun Contest is open to all 
sportsmen and dealers in guns, with 
the exception of Marlin employees. 
Written suggestions must not exceed 
300 words, the shorter the better. No 
limit to number of entries which may 
be submitted. Write name and address 
clearly on each suggestion. Mail en- 
tries to Dept. E, The Marlin Firearms 
Co., 17 E. 42nd St., New York City. 

Entries must be received on or be- 
fore July 1, 1943. 

Win cash with your ideas! Enter the 
Marlin Contest today. 


Marlin has been known since 1870 for 
progress in gun design, quality and de- 
pendability. Below are some famous Mar- 
lin features: 





Marlin lever action rifles, in calibers .22, .30- 
.30 and .32 spec., have the solid-top, case- 
hardened receiver, with safe side ejection. 


The Marlin 
Firearms plant 
is now 100% on 
war production 
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1933, at the Post Office at Philadelphia under the Act of 








LET THIS CARBORUNDUM “TRIO” 


MAKE YOUR SALES HUM! 


IGN up this Carborundum “trio” and 

listen to the jingle of the cash regis- 
ter become a steady hum of profits. 
Mechanics, machinists, tool room work- 
ers, home craftsmen and many others 
depend on these Carborundum-made 
coated abrasives to perform an endless 





number of jobs. Ideal for all sorts of 
finishing operations on both wood and 
metal, these products are in constant 
demand. 

Be prepared to supply this demand. 
Send in your order for all three of these 
coated abrasives—now! 











FLINT PAPER 


Here’s the standard paper for ordi- 
nary wood sanding. Carborundum 
Brand Flint Paper is made of a 
superior grade of hard, sharp, pure 
flint uniformly coated on the best 
grade backing. It’s sharp, fast- 
cutting, durable. Particularly rec- 
ommended for softer woods. In 
standard quire packages, Handipac 
cartons or 1-inch rolls. 


ALOXITE CLOTH 


Aloxite Brand Aluminum Oxide 
Cloth is an ideal abrasive cloth for 
general metal touching-up and 
finishing, removing rust, fitting 
metal parts, cleaning up for brazing, 
etc. Made with sharp, tough grains 
of Aloxite Brand Aluminum Oxide. 
Cuts fast, gives uniform finish. 
Available in sheet form in quires 
or in Economy Rolls. 


EMERY CLOTH 


One of the oldest natural abrasives 
known to man, emery is sometimes 
preferred for use on metal finishing 
where more stress is placed on 
polish than on the amount of stock 
removal. Removes rust and other 
corrosive stains. Carborundum 
Brand Emery Cloth is furnished in 
standard quire packages in all 
necessary grits. 














THE CARBORUNDUM COMPANY « NIAGARA FALLS, N.Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum and Aloxite are registered trade-marks of and indicate manufacture by The Carborundum Company) 


HARDWARE AGE 











70 Bul 








Li 


i nr ee 


~— heli sbellomle AL 


Se ___ ——=— 











The “nests” of our seagoing warbirds are buildings 
... vast hangars, assembly and repair shops. You'll 
find them at scores of naval air bases and training 
centers. Also included are innumerable administra- 
tion buildings, barracks, houses, and hospitals for the 
personnel... all being built at remarkable speed. 

Many of these air bases rival a small city in size. 
The amount of hardware required . . . for doors, win- 
dows, cabinets . . . is tremendous, and much is being 
furnished by Stanley. 

Since this and other branches of the armed forces 
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have first call on today’s production, the supply avail- 
able for normal use is limited to those projects which 


have Governmental approval. The Stanley 


Works, New Britain, Connecticut. 


Trade Mark 





STANLEY 


HARDWARE 
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Certainly you’re looking for items to 
replace lost volume. And we have an idea 
Clopay Window Shades are the kind of 
item you’re looking for. Here’s why— 


Clopays are still available. They’re made 
of cellulose fiber, not of any critical war 
materials. What's more, Clopay Win- 
dow Shades fit into your kind of store. 
Millions are sold every year by the lead- 
ing chains—by hardware, variety and 
neighborhood stores, from coast to coast. 


FAST TURNOVER ... GOOD VOLUME 
GOOD PROFIT 

Clopays give faster turnover and better 

profit than almost any other household 

item. They are staple, year-’round sellers. 


Clopays are the world’s largest-selling, 
inexpensive window shades—and sti// sell 
at their popular pre-war prices: 10¢, 15¢, 
29¢, and 35¢. As for the market, figure 
it out for yourself. War or no war, mil- 
lions of window shades will continue to 
get dirty, shabby, frayed. Women will 
want to replace them—and they can re- 
place them in 1943 with Clopays! 

NO WORRY ABOUT THE ROLLER 


SHORTAGE! 
Yes, there wi// be a roller shortage this 
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CLOPAY 
WINDOW SHADES 
10¢ 15¢ 29¢ 35 


SELL CLOPAY “REFILLS”. Famous potented featere licks 
the roller shortage 

Only Clopay Window Shades have this patented curved 
gummed strip which enables any woman to attach new 
shade to old roller. No tacks or tools. Just moisten strip, 
smooth it down. It’s no trick at all to attach Clopays. 


year. But, with Clopay’s famous “refill” 
feature, the scarcity of rollers actually gives 
you a tremendous advantage. This exclusive, 
patented, curved gummed strip enables any 
woman to attach Clopay Window Shades to 
her old rollers as easily as sealing a letter. 


Stock Clopay refills, ready to attach to exist- 
ing rollers, and you needn’t miss a single sale. 


Cash in on the big spring selling season just ahead. 
Make up some of the volume you've lost by featur- 
ing Clopays. Order through one of the general 
merchandise and hardware wholesalers who dis- 
tribute Clopays. If you want the name of the one 
nearest you, write us direct. 


CLOPAY CORPORATION 


1246 Clopay Square, Cincinnati, O. 
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item you can get! 





AND WHAT A SWEET VOLUME-REPLACER FOR YOUR STORE, RIGHT NOW! 


yr Make up for other shortages with CLOPAY Win- 
dow Shades 


Still available—they use no critical war material 


Millions sold every year! Even bigger market 
in ‘43 


~ tr No worry about roller shortage. Patented “refill” 
feature gives you a real advantage 


ter top. Any handy man can do the job. 


BIG VOLUME FROM SMALL SPACE With the compact Clopay 
Vertical Stock System, you can actually carry a stock of 200 Clopay 
Window Shades in less than two feet of counter space. This system 
is easy to install—simply requires cutting awa small section of coun- 












CLOPAY DELIVERS A CUSTOMER 
WITH EVERY WINDOW SHADE 
Clopay has been the largest advertiser of window shades 
for 10 years. In 1943, bigger space advertising in the 
national magazines will continue to sell women on these 
famous, inexpensive window shades. 


CLOPAY SHADEMORES 10. 

Biggest selling window shades in the world. Have 
creped cloth-like texture. Patented gummed strip makes 
it easy to attach to roller. Size 36 in. x 6 ft. Refills only. 





CLOPAY LINTONES 15+ CLOPAY OJL-PINISH WASHABLES 29¢ FABRAY “PIQUE WASHABLE 
Only shades--with the famous, exclusive An honest-to-goodness washable shade— — 35 : ; 
“Lintone” finish that looks like costly cloth. actually scrubable with soap and water. Aristocrat of washable fiber shades. Ex- 


A big seller. A tremendous value. 36 in. x Exclusive Lintone process gives appear- 


tra-heavy oil coating with exclusive pat- 
ented “pique” finish. In six popular 


6 ft. size retails at only 15c, ready to ance of costly cloth. 36 in. x 6 ft. size colors. 36 in. x 6 ft. size retails for only 
attach. retails at only 29c, ready to attach. 35c, ready to attach. 
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SHALLOW WELL PUMPS 
AND WATER SYSTEMS 


AND DOUBLE ACTING oe cme Se weer, Fhe 
This free booklet on the care and 
CYLINDERS maintenance of pumps and water 
i systems helps your customers make 
their own minor repairs—eliminat- 
ing “needless” service calls. Covers § 
all makes of pumps. It promotes the | 
sale of the Myers Repair Kit and directs pump owners to you for parts and §£ 
repairs. Free in reasonable quantities to all pump and water system dealers. 


laste THE F. E. MYERS & BRO. Co. 
oars waren ine tates Poocn wists 114 Fourth St., Ashland, @) TT) 
PUMPS - WATER SYSTEMS - SPRAYERS + HAY TOOLS - DOOR HANGERS 
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IN HAND: S THERE IS NO SUBSTITUTE FOR 


VY - 





@ When a man's livelihood depends 
on the skill with which he uses a hand 
tool, he naturally insists on one that 
complements his skill. That explains the 
‘Nation-wide popularity of Atkins Hand- 
saws among carpenters, mechanics and 
other users. They know that in hand- 
saws, there is no substitute for Atkins 
quality. There is no alternative to Atkins 
Silver Steel, expertly tempered to assure 
keen edge-holding teeth... to Atkins 
accurate taper grinding for rapid, 
effortless cutting ...to skilled smithing 
and a true running blade. 

In accordance with WPB rulings 
standardizing hardware items in the saw 
industry, it has been necessary for Atkins 
to confine production to standard items 
for the duration. A list of the saws we 
are permitted to make has been pre- 
pared. Write today for this list. 


E. C. ATKINS AND COMPANY 
415 S. Illinois St., Indianapolis, Ind. 
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~ Maintenance 
and Repair 
Suggestions to 
Prolong Tool Life 
While Nail Pullers 
are simple tools a 
No. 8 HOW TO few tips on their 
proper use may be 
USE CRESCENT Rate, considering 
their increased use 
NAIL PULLERS due to accelerated 


industrial activity. 




















Crescent’s Giant 
Red Devil Puller, 
No. 101, is equip- 
ped with a strap 
cutter for cutting 
the metal strapping 
frequently 5 on 
on cases. The 
illustration at left 
shows the proper 
method of use. This 
cutter is not in- 





@ Once an operator gets the “knack” of handling a Nail 
Puller, surprising speed is attained. The two motions in- 
volved in withdrawing a nail blend into one continuous 


action with a little practice. The first step is illustrated 
below. With Puller held at the angle shown and jaws 
ositioned so as to just straddle the nail head, drive the 
eww *r down with sufficient force to embed the jaws for 
a grip below the nail head. Now pull the handle toward 
you. The first movement closes the jaws to grip the nail 
and then lifts the nail out with a prying action as seen in 
the second illustration above and opposite. There should 
be no pause between the first and second operations once 
the operator becomes profici ient. Nail Pullers work best 
with the width of the jaw blades across rather than with 


tended for cutting 
wire, nor are any 
Crescent Nail Pul- 
lers designed for 


pulling spikes. 


Repair Parts are 
available for Cres- 
cent Nail Pullers. 
Order by name of 
part and number of 





the grain of the wood. tool. (see below). 


PARTS FOR NAIL PULLERS 
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CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
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**Let George do it.”’. . . ‘Let our neighbors do it.”’ 


Yes, it would be a lot easier to let the other fellow 
do the worrying and hurrying and sacrificing. 





But had this country’s rugged pioneers been dom- 
inated by that selfish, self-centered attitude, we in 
America might never have known the rights and 







blessings of free men. 













Each of us at Master Lock Company recognizes 





that we, too, have our responsibilities, not merely 





as workers but as American citizens... to produce 





our utmost... to work long hours... to think in 
terms of the United Effort rather than individual 
gain... to tighten our belts and loosen our purses 
... to work to WIN! 


















**We are George”’ is our slogan for the duration... 
each of us really endeavoring to be ‘“‘George’’. 
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Next to the Stars and Stripes... 


AS PROUD A FLAG AS INDUSTRY CAN FLY 


Signifying 90 Percent or More Employee Participation in the Pay-Roll Savings Plan 


L doesn’t go into the smoke of battle, but 
wherever you see this flag you know that it spells 
Victory for our boys on the fighting fronts. To 
everyone, it means that the firm which flies it has 
attained 90 percent or more employee participa- 
tion in the Pay-Roll Savings Plan . . . that their 
employees are turning —_ of their earnings 
into tanks and planes and guns regularly, every 
pay day, through the systematic purchase of 
U. S. War Bonds. 

You don’t need to be engaged in war production 
activity to fly this flag. Any patriotic firm can 
qualify and make a vital contribution to Victory 
by making the Pay-Roll Savings Plan available 
to its employees, and by securing 90 percent or 
more employee participation. Then notify your 
State Defense Savings Staff Administrator that 


you have reached the goal. He will tell you 
how you may obtain your flag. 

{f your firm has already installed the Pay-Roll 
Savings Plan, now is the time to increase your 
efforts: (1) To secure wider participation and 
reach the 90-percent goal; (2) to encourage 
employees to increase dheie allotments until 10 
percent or more of your gross pay roll is sub- 
scribed for Bonds. “Token” allotments will 
not win this war any more than “token” resist- 
ance will keep our enemies from our shores, 
our homes. If your firm has yet to install the 
Plan, remember, TIME IS SHORT. 


Write or wire for full facts and literature on instal» 
ling your Pay-Roll Savings Plan now. Address 
Treasury Department, Section D, 709 12th St., 
NW., Washington, D. C. 


Make Every Pay Day “Bond Day" 
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WE GOT OUT OF THE KITCHEN 





The American kitchen—the heart of the 
home. *** When women were urged “‘to get 
out of the kitchen” it was merely to sug- 
gest that by better, more efficient and 
economical equipment they would have 


time to explore the rest of the 


American way of living. So after Uncle Sam 
has arranged the Peace, we intend to con- 
tinue to explore. It might not necessarily 
be back to the kitchen for us, but with 
what we have learned at American Central, 


and with what we intend to remem- 


home and have added leisure. *** FEIN ber after our tremendous war ef- 
AS, 
gs “2 ; 
Well, we helped a lot in that era, Ye? ¥ a) fort, we know it should be of great 
Ari Hey) 

. , AZ: iB . 
processing formed steel sinks,steel 3), isd value to the new American Home. 
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kitchen cabinet equipment, metal tat Se The victorious peace will find 


refrigerator stampings for the 
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and Peace 


MONONGAH OPTIMUS 
Ever since the days of Bunker Hill, when Ames Shovels ke 
played an important part in that famous battle, the 
PINNACLE Ames line of shovels have contributed their part PEERLESS 
toward winning wars. 
* Today, in Africa, New Guinea, Guadalcanal, Russia, 
THREE STAR a and the hundreds of training camps in the FAVORITE 
nited States, Ames shovels have again become tools 
* of war. * 
The famous brands comprising the Ames line, each 
KNOXALL a leader in its field, are as popular with armed forces TWO STAR 
as with civilians in times of peace. If it’s an Ames ms 
brand, you can depend upon it for quality and serv- 
BRONCO iceability . . . in War or in Peace. HUSKY 
h - 
* AMES * 


Since 


CARTER 1774 PONY 
* * 
ii AMES BALDWIN WYOMING CO. Sin 5 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
* SHOVELS - SPADES - SCOOPS - FORKS - HOES - RAKES - POST HOLE DIGGERS 
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* 


* 
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HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


“Arme 
CASTERS 


A fast-selling item and a 
real profit-maker. “ACME” 
Casters sell themselves. All 
you have to do is roll an 
“Acme” on the counter and 
the sale is made. The ex- 
clusive ball bearing feature 


THE SCHATZ MANUFACTURING CO makes Acme” the out- 
U.S.A standing caster of the trade. 





REPRESENTATIVES ' A 
it: 2640 Book Tower * Chicago: 902 Wabash Ave. 
6: 5410 Wilshire Blvd. 
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HIS is truly a fighting year for 
America’s 13,000,000 horses and mules. It’s 
going to take more days in the field and longer 
hours at the plow to meet war demands for food. 

By protecting the shoulders of horses and 
mules in this all-out food production program 
... by reducing lay-offs from sore shoulders, 
and by making collars more comfortable . . . 
Ta-Pat-Co Collar Pads make an important 


contribution to the war effort. 


Push Ta-Pat-Co Collar Pads 
—Keep the home plows turning , 


EVENT SORE SHOULDERS AND COLLAR CHOKE 


1-TP-3 


TA-PAT.-CO COL 
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DIAMOND 


TOOLS at the FRONT 





The precision and quality of 
Diamond tools is now success- 
fully meeting the severe tests 
of military duty on our far- 
flung battle fronts — Peace- 
time tools are now tools for 
Victory. 


DIAMOND CALK HORSESHOE CO. 
4622 Grand Ave. — Duluth, Minn. 








Topay. more than ever before, good 

hand tools are essential to the produc- 

tion of both war and civilian products. 

Dasco Tools . . . made from the highest 

grade materials, properly heat treated, 

carefully finished and diamond tested 
. are quality built to last a long time. 

Sold By Leading Jobbers 


DAMASCUS STEEL PRODUCTS CORP. 


ROCKFORD ILLINO?S 


= 
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ICTORY 


again will eventually crown the efforts of a 
united America in the crusade for liberty and 
freedom of life for all mankind. 


In spite of adversity and disappointing re- 
verses, righteousness finally will triumph over 
tyranny. Often the road is hard and tough, 
but unity of heart, purpose and will-power 
can accomplish great ends. 








We are proud of our opportunity to serve in 
|) this just cause. Employees of National are 





now serving in all branches of the armed serv- 
ices with honor and distinction, while others 

on the home front are helping us to deliver 
— x essential war materials to the government. 


National 


Many articles of builders’ hardware in the ex- 
tensive National line are still available in lim- 
ited quantities, while many other items can 
be furnished only upon orders with govern- 
ment priority ratings. 


We sincerely appreciate the fine patriotic spirit 
exemplified by our loyal dealers in keeping 
faith in National to again serve their stock 
requirements of the complete line when vic- 
tory and a lasting peace are assured. 


* 
NATIONAL MANUFACTURING CO. 


STERLING ILLINOIS 
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SAVES VITALLY NEEDE® METAL 


PPED WITH 
I-BEAM H 
NFORCEME 





v 
ly he national reputation of Wood shovels, 
spades and scoops for finest quality, has been 


built on their ability to outwear and outlast. / 
The fine 


This wearability of Wood tools now has double | “ws 
value to our country. First-the many already # x dana 


open-b 


in use will save vitally needed metal by con- 
spades 


tinuing to stand up to the job without requiring 
replacement. Second-the many now being pro- 
duced for our armed services, will likewise earn 


service stripes for unusual time of active duty. 








THESE BRANDS AND TOOL COMPANY 


on the handle mean PIQUA-OHIO 
extra wear in the tools A NATIONAL ORGANIZATION 


SPECIALIZING EXCLUSIVELY IN 
SHOVELS, SPADES AND SCOOPS 


Ra 
mm 0 OX HELP WIN THE WAR 


%* BUY WAR BONDS AND STAMPS 
% SAVE and COLLECT SCRAP METAL 
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Public reply 
to private letter 





Yes, chain is necessary 
for maintenance and repair 


An old wholesaler friend of ours recently wrote us as needs which exist in many parts of the country today. 
follows: The situation is becoming serious. While we can prom- 
ise nothing now, we believe it soon may be made pos- 


"In our territory we need chain for mainte- : , 
sible to fill orders for the uses mentioned at left, on 


nance and repair of farm machinery and harness. ' 


There’s a lot of farming in this part of the suitable preference rating. 
country, some lumbering, a little mining and We know full well that lack of chain for maintenance 
factories here and there. and repair will seriously curtail usefulness of machinery 
"All these activities call for chain from now available. 
time to time. Isn’t there any hope for enough Therefore we are doing our best to make this known 
chain to keep things going?" and understood. 

This letter is important because it states essential chain We’ll keep you advised of developments. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT - CONNECTICUT 








ESSENTIAL PRODUCTS... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Happy New Year!: 


And we say it somewhat 
solemnly, for the traditional 
thought of happiness as the old 
year passes and the new one 
comes along seems most inap- 
propriate today. It will prob- 
ably be a tough year for us 
all, but with the virtue that it 
will be unsurpassed for oppor- 
tunities to render service to 
our country and communities. 
There will be fewer people to 
do more things with less facili- 
ties. Hardware merchandise 
will get scarcer. Many items 
will not be available to all. 
More businesses will lose 
valued men to the armed ser- 
vices. All manpower is threat- 
ened with greater regimenta- 
tion. We shall all feel the 
pinch of war in our daily lives 
and, to this extent, will share 
more and more in the war ef- 
fort. Under the circumstances, 
the local hardware merchant 
has both an obligation and an 
opportunity. If he meets them 
squarely he will not only sur- 
vive but will establish his store 
and its services so strongly in 
the mind and heart of his com- 
munity that he may go ahead 
and prepare for the post-war 
period with confidence that he 
will be successful. In the com- 
ing year the hardware dealer 
is charged with the dual re- 
sponsibility of serving the 
basic war effort and of helping 
his community to maintain ci- 
vilian economy. The continu- 
ously speeded up war produc- 
tion will demand more of his 
essential stocks and will give 
him a greater appreciation of 
his opportunity to serve local 
industrial needs. Many of 
these can be supplied only 

, under available _ priorities. 


=M . . . 
= More attention to this increas- 


Singly important phase of his 
business is absolutely neces- 
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sary. On the civilian side there 
will be few, if any, priorities. 
New lines, rental and repair 
services will have to be de- 
veloped, not alone in the spirit 
of maintaining a business, but 
in the spirit of serving com- 
munity life. The hardware dis- 
tributor, wholesaler or retailer, 
who truly measures up to these 
two phases of his job in 1943 
will be among those present 
when 1944 rolls along—and he 
will be present for many years 
thereafter. Happy New Year! 


1942 Was 
Interesting :— 


As this is written the old 
year is almost out. It has been 
an interesting year. Those of 
us who survive it will read of 
and remember many strange 
experiences in 1942. Confining 
our thinking, for the moment, 
to the hardware business it 
has been a year of great sales 
volume—and also of large 
profits-before taxes. Unbeliev- 
able quantities of merchan- 
dise have been distributed 
through hardware channels. 


Countless new lines have been 
introduced. Wholesalers and 
retailers who have stayed in 
business have enjoyed remark- 
able success in continuing to 
serve a wide variety of basic 
industrial and civilian needs. 
Threatened shortages at the 
beginning of 1942 did not ma- 
terialize as quickly or as seri- 
ously as had been expected. 
Fortunately inventories were 
in good shape. The real pinch 
of shértages is just beginning 
to be felt. New lines and new 
services, however, are taking 
up the slack. Neglected de- 
partments and* services are 
being resumed where _practi- 
cal. Christmas gift sales were: 
exceptionally good and con- 
sumers never had more collec- 
tive buying power. Wholesal- 
ers and retailers have proven 
resourceful and worthy of the 
trust reposed in them by their 
customers. In serving well in 
these trying times, our industry 
is helping to win the war and 
making it possible to also win 
the peace. 1943 will be an- 


other interesting year, stren- 
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uous in every respect, but a 
year which will reward those 
who continue to serve well. 


“Au Revoir, 
Mr. Henderson” :— 


There is an old song which 
admonishes in principle “say 
au revoir but not good-bye,” 
suggesting that the parting will 
not be of long duration. And 
so, we say—Au revoir, Mr. 
Henderson, but not good-bye.” 
We feel certain that you 
will bob up again sometime, 
somewhere in the New Deal 
set-up, in a place of impor- 
tance. You started becoming 
important in the current Ad- 
ministration’s planned econ- 
omy in the pre-war, mid- 
depression, NRA era. There 
and in OPA you were strange- 
ly individualistic for one so 
prominent in a_ semi-collec- 
tive governmental effort. Your 
most bitter opponents could 
not take from you the stead- 
fast adherence you showed to 
any program you espoused or 
took under your direction. Nor 
could they charge that you 
ever played politics for tem- 
porary advantages. Yours was 
easily the most thankless task 
that any public figure has 
been asked to undertake. 
You are truly a war casualty 
in the scheme of things. At 
this writing, your successor 
has not been officially named, 
but if current rumors and gos- 
sip, prior to your actual resig- 
nation, are to be taken seri- 
ously, there is no indication 
that OPA will be headed up by 
a business man who has paid 
taxes, met payrolls and either 
made, repaired or distributed 
goods or services of any kind. 
Therefore, your leaving OPA 
causes mixed emotions among 
those countless thousands 
whose livelihood may hinge on 
a new OPA ruling or inter- 
pretation. You are apparently 
leaving OPA, not because you 
made too many mistakes, nor 
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because many of your deci- 
sions and complicated regula- 
tions did not make sense to 
actual and practical business 
men but because in your some- 
what ruthless, yet sincere way, 
you trod on too many of the 
wrong toes. If your successor 
is picked for purely partisan 
political reasons many who 
criticized you most may quick- 
ly wish your return as the head 


of OPA. 


To the Future Head 
of OPA:— 


At this writing, we do not 
definitely know who will suc- 
ceed Leon Henderson as head 
of OPA but we do know some- 
thing of the problems he will 
face. In almost every partic- 
ular its operations must be 
greatly simplified or the whole 
outfit will collapse. We think 
we know some of the funda- 
mentals that have been wrong 
in OPA’s attitude toward re- 
tailing as an industry. Fore- 
most, is the obvious lack of 
“common, garden” variety un- 
derstanding of retailing oper- 
ations. To date, most, if 
not all, OPA decisions and im- 
positions presume an elaborate 
bookkeeping set-up that is not 
possessed by nor possible for 
most retail merchants. Despite 
superficial surveys to the con- 
trary, it is very clear that most 
smaller dealers are not com- 
pletely living up to price ceil- 
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This illustration available. 
See page 239. 


ing requirements because they 
cannot. They are not wilfully 
disobeying federal laws, nor 
are they intentionally imped- 
ing any phase of the war effort. 
Nor would they, of all people, 
want unbridled inflation. But 
there is a definite physical 
limit to their ability to extend 
their normal accounting prac- 
tices and that is a fundamental 
which has apparently com- 
pletely escaped OPA. And if a 
million or more small sized 
merchants did or could com- 
ply what army of auditors is 
there that could ever live long 
enough to check them? Also 
what practical retail opera- 
tors of varying sizes or fields 
are in positions of authority in 
the OPA set-up? Who are the 
men who direct OPA policies 
affecting retailing? What is 
their collective and individual 
background? Do they come 
from known successful retail 
positions so that even their 
doubtful decisions can be con- 
sidered as at least the judg- 
ment of men who know some- 
thing of retail problems? 
These are the thoughts in thou- 
sands of retailers’ minds, all 
of them just as good Amer- 
icans as any class in our coun- 
try. They are willing to make 
any sacrifice toward an ulti- 
mate war victory, providing 
they can be convinced that 
war-time regulations affecting 
them are directed by persons 
who know what they are doing, 
men whose background gives 
them authority to make deci- 
sions about retailing. The man 
who takes over Leon Hender- 
son’s job really has something 
to worry about. He needs to be 
a really big man with almost 
superhuman judgment and 
should be a man who has suc- 
cessfully conducted some kind 
of business and not merely a 
man who has made political 
jobs his career. If you agree, 
tell this to your Congressman 
and tell him quick by wire, 
letter or phone. 
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48 Pages of “Victory Hardware” 


OCKWOOD'’S new Catalog No. 21 is an 
up-to-date, usable guide book for Builders’ 
Hardware Dealers. It tells what Lockwood 
items can be supplied today in accordance with 
the WPB Limitation Order L236. It conforms 
to approved specifications as they stand today 
and can be delivered as promptly as your pri- 
Ority rating permits. 
The manufacture of builders’ hardware in- 
volves the use of critical materials, needed 






¥ 


for war equipment and ammunition for our 
armed forces. For this reason, certain items in 
this catalog may be withdrawn as the -war 
progresses. But the book does give you Lock- 
wood Victory Hardware in accordance with 
WPB rulings; and is as up-to-date as possible 
at this time. 


pes A general mailing has been made to Lock- 


wood Dealers. If you are interested in receiv- 
ingacopy, please write us on your letterhead. 


LOCKWOOD HARDWARE MFG. CO.. Fitchburg, Mass. 


Division of Independent Lock Company 


PATRICIAN POLYFLEX 
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“Retailers grow discouraged with clerks that 
don’t know what salesmanship is all about.” 


No. 1—Attract Attention 


‘Te selling in most 


retail stores was never worse than 
it is today. With experienced 
help gone to war iobs, youngsters 
and women trying to do men’s 
work, it is surprising how many 
retailers pass the buck and say— 

“No use to worry about selling. 
It’s all a matter of getting goods.” 

Sure, procurement is important; 
goods are scarce in many lines. 
But—good help is scarce in every 
line. 

When you can’t hire competent 
help, your best bet is to train them 
and improve the ones you can get 

that’s plain. 
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Some retailers are inclined to 
throw up their hands and cry, 
“What's the use?” 

They grow discouraged with 
clerks that don’t know what sales- 
manship is all about; that don’t 
know stocks, prices or “reasons 
why” for certain sales; that seem 
to be in a fog on shortages and 
substitutes. 

But the retailer who is smart 
and resourceful gets a kick out of 
matching wits with today’s diffi- 
culties. He's not going to sit 
around and wait for the war to 
end and take it on the chin in the 
meantime. He meets each day’s 
problems as they come along. 

The alert operator keeps posted 


By BRIANT SANDO, 
Sales and Advertising 
Consultant, 
Louisville, Ky. 


and tries to become a better sales- 
man himself so he can pass valu- 
able pointers on to his helpers. 


Here Are the Steps 


There are six steps that lead 
straight to sales success. They are 
a part of every sales transaction, 
although their relative importance 
varies with the nature of the deal 
or with the people involved. Here 
are the steps, stated in the order 
that usually is most logical: 

1—Attract attention 

2-—Arouse interest 

3—Carry conviction 

1—Create desire 

5—Close the deal 

6—Build permanence 

In this article we will consider 
Step No. 1, and in five succeeding 
articles each of the five other steps. 

You may have the best merchan- 
dise or the finest service in the 
world, but people can’t do business 
with you unless they know about 
you. So the first step in selling is 
to make yourself and your busi- 
ness known . . . to attract atten- 
tion to what you are selling, o1 
to your store, to your department, 
or to yourself. 

When electric shavers were first 
becoming popular a few years ago, 
I was one of those hard-to-shave 
fellows who wanted one right 
away. I would naturally have pre- 
ferred to make this $15 investment 
at my favorite store, but it was an 
entirely different store that fea- 
tured shavers in window and 
counter displays. So what did I 
do? The perfectly natural thing: 

From a practically “strange” 
store I bought my first electric 
shaver, and since then I have 
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This is the first article of a series of six devoted to the art-or 
science-of selling in the retail hardware store. The author 
of this series is a nationally known figure in the twin fields 
of selling and advertising and he knows his subject both 
theoretically and practically. The next installment will 
appear in the Jan. 21, 1943, issue of HARDWARE AGE. 


bought two other new and im- 
proved models at the same place. 
Also a lot of other things! They 
are no longer “strange” to me. 

In the same manner, all my life 
| have wanted various articles or 
services, but sometimes I did not 
buy them where I should have, 
and other times I have bought 
something else, simply because the 
right place or the right merchan- 
dise did not attract my attention 
properly. 


A Fable Exploded 


Remember Emerson’s famous 
old saying?—“If you build a 


better. mousetrap . . . the world 
will beat a path to your door.” 

That’s a story-book fable and 
nothing more. 

I know a fellow who built a 
better mousetrap (retail hardware 
store). It was a swell mousetrap. 
All the latest gadgets. Automatic 
gearshift, magic eye, air condi- 
tioning, sensational streamlining, 
hot and cold running water. In a 
consumer test the mousies simply 
loved it. 

“Boy!” said the retailer, “I'll 
make a mint of money. I'll stock 
up with everything good, and the 
world will beat the bushes around 
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“Ads should sound friendly and sincere, your sales talk 
should build up your own and your store’s personality.” 
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my place and punch a path like a 
groove.” 

But the world didn’t do any such 
thing. It stayed away in droves. 
And the mousetrap 
(stock) gathered dust instead of 
dollars. 

If you want business these days, 
you've got to beat down the path 
to your own place so that others 
can follow it easier than to go else- 
where. Tell the world what you've 
got—and why it’s better—and 
keep on telling it. 

Your favorite theme should be, 
“Here’s the best place for you to 
shop; here’s something worth your 
buying”’—and then proceed to 
show ’em how and why. 

The woods are full of all kinds 
of retail hardware stores. The law 
of averages will give you part 
of the total business—perhaps 
enough to exist on—and that is 
all, unless you do something above 
the average to attract more than 
the average attention. 


miraculous 


Make It Favorable 


Granted, then, that the first step 
in selling is to make yourself 
known, or to attract attention, let’s 
quickly qualify that by saying that 
the attention you attract should 
be favorable. 

The other kind may do you 
more harm than good. You could 
stand on your head in front of 
your place every noon, but that 
isn’t the kind of attention you 
want to attract. 

It would get you _ notoriety, 
but no sales—or no friends. And 
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you need friendly, favorable at- 
tention in order to sell success- 
fully. 

Somehow or other, it seems 
easier to attract unfavorable atten- 
tion than favorable. The kind of 
attention that just naturally drifts 
to the average person or to the 
average business is loaded with 
dynamite—perhaps for the reason 


that many people pass along 


questionable gossip or negative 
thoughts. 

There’s a certain devil of de- 
struction in most people that gives 
them a tendency to speak of others 
in an uncomplimentary manner. 
It’s hard for them to say, “He’s a 
great guy,” or “That’s a swell 
business, with excellent values.” 
Instead, their warmest praise is 
“may be pretty 
good,” or “he’s all right, ry 

That’s why leading men and big 
businesses nowadays have their 
“public relations” men. It is their 
job to mould public opinion in a 
favorable manner and make sure 
that everything their clients say 
and do receives proper interpreta- 
tion. 

Take John D. Rockefeller, for 
example. During most of his life 
he was regarded by the great mass 
of people as “a rich old miser who 
makes millions and gives away 
dimes.” During his last few years 
this was all changed—an expert 
saw to it that he received the bere- 
fit of proper “public relations” 
and he died as a great benefactwr, 
a man whose good deeds will live 
long after him. 

Don’t think this point is over 
your head—that you just run a 
little old hardware store and such 
a hifalutin’ thing as public rela- 
tions is not for you. Actually, no 
business and no person can es- 
cape the powerful influence—for 
good or for bad—of what other 
people think of them. 


expressed as 


Do It Distinctively 


When you make a move to at- 
tract attention, stop first and 
analyze its probable effect upon 
the public. Make sure that it will 
not only help your immediate busi- 
ness but also will have a cumu- 
lative favorable effect. 

Every ad you run, every circular 
you issue, every sale you make... 
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all should have something out- 
standing about them to attract at- 
tention favorably. 

Ads should sound friendly and 
sincere, your sales talk should 
build up your own and your 
store’s personality. 

Your ads and displays need 
good headlines, the kind that are 
“stoppers,” for they are the first 
step in attracting attention. Say 
something different and distinc'ive 
whenever possible. 

In seeking to attract and hold 
attention with the unusual, how- 
ever, avoid going to the extreme 
of seeming too clever or freakish. 
Ask yourself, “What will interest 
the prospect, what will make him 
think of me favorably and want to 


come here instead of going some 
place else?” 

Become better known in your 
locality or in your trade circles 
by taking an active part in all 
worthy civic or community pre}- 
ects. Get on committees or become 
an officer in church, lodge, lunch- 
eon club, chamber of commerce, 
or board of trade. All such con- 
tacts will not only broaden and en- 
rich your own life but will in- 
directly attract attention to your- 
self and your business. 

Last but not least, be an active 
participant in every organization, 
both local and national, for the ad- 
vancement of your own industry. 
Rub elbows with the leaders ard 
after a while you yourself will be 
a leader. 


Used Merchandise Brings Customers 
to Alabama Store 


66] F you can’t get new merchan- 
dise, sell ’em used.” 

That is the slogan’ of Jack Siegal, 
proprietor of Alabama Hardware & 
Seed Co., Birmingham, Ala. He 
will buy most anything in the way 
of used hardware if he thinks he 
can resell it at a profit. 

Recently Mr. Siegal has been suc- 


cessful in buying equipment from 
contractors who had finished big 
war jobs and selling it to individual 
customers. This included wheel- 
barrows, shovels, picks and other 
tools. He figures there will be a lot 
more of this salvage as the period of 
war construction, to all intents and 


purposes, Is over. 





These wheelbarrows were bought from local contractors and were then 
sold to individuals for approximately one-third of their original retail price. 
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Here's a Year ‘Round 
Idea for the Duration! 





This built-up table display featured “Gifts for Your Favorite Service 
Man.” More than one type of almost every item shown appeared upon it. 


Carlisle Hardware Co. Goes After 


MEY 


for uour favorite 


SERVICE MAN 








1, its main store in 


Springfield, Mass., the Carlisle 
Hardware Co., has been giving 
gifts for service men a big play 
since the beginning of October. 
While naturally building up to 
Christmas, the department may 
continue for the duration as a 
traffic and profit builder since 
people give service men gifts the 
year ‘round. With a display in 
the corner section of one of the 
store’s rounded corner windows 
and a full table piled high with 
such lines, all persons entering the 
store are made well aware of the 
fact that the store was offering a 
wide variety of “gifts for your 
favorite service man.” With such 
a designation there was appeal to 
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Intended for Christmas, 
this department may be 
permanent for the year 


O 


Gifts for service 
men were featured 
in a rounded end 
display window. A 
sign directed the 
customers to the 
main display _in- 
side of the store. 
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wives, sisters, daughters, sweet- 
hearts and other relatives and 
friends of army, navy and marine 
members. Its an idea for many 
other hardware dealers to adopt. 


Many Things Needed 


Although our service men are 
the best equipped in the world, 
there are numerous extra items 
they want. For example, tapes for 
securing their identification disks 
are standard equipment, yet many 
men prefer plastic holders. Many 
also want such extra equipment as 
money belts, toilet kits, shoe shine 


kits, duffle bags, zipper bags, card 
cases, neckties, stationery, pants 
pressers, toilet kits, etc. A big 
array of these and many other 
items in a prominent location helps 
satisfy the service men’s gift prob- 
lem for many shoppers. 

The majority of the items in 
the service men’s department are 
purchased by civilians wishing to 
present suitable gifts to service 
men. However, service men them- 
selves will buy such items as 
money belts, identification tag 
holders of metal or plastic, station- 
ery, etc. As an executive of the 
Carlisle Hardware Co. put it, “The 





big appeal in this department is 
that civilians want to do all they 
can to make our service men hap- 
pier and more comfortable.” 


For Civilian Use 


With a general price range of 
from $1.00 to $10.00, this depart- 
ment provides gift suggestions at 
any time of the year for people in 
practically all income _ brackets. 
Many of the items will, of course, 
be of considerable use to a civilian 
who is anxious these days to 
“travel light” wherever he may 
have to go. 


First Floor Light Service Department 


HILE the Bohn Hardware Co.., 

Woodstock, Ill., does not have 
a large repair department, it does 
have a service bench at a spot near 
the center of the first floor where 
a great deal of light service work 
can be done. The bench can also 
be used as a spot to assemble toys 
and other articles. 


Useful in Wartime 


Equipment at this bench includes 
a small electric drill with which 
holes can be drilled in sled tops, 
rescrew loose bars and 
Many sleds are brought in 


etc., to 
pieces. 
for repairs during the winter sea- 
son and if the repair can be made 
it is carried out right at this small 
department. 





This repair bench on the first floor brings 
additional profits to the Bohn Hardware Co. 


There are numerous light repair 
jobs that come to a hardware store 
for attention where a man who is 
handy with a screwdriver alone can 
accomplish a great deal. Small table 
appliances such as toasters can be 
repaired at such a counter, because 
the repairs are often of a minor 
nature. The advantage of having 
such a small repair counter out in 
the open is that the clerk can work 
at his repairs and also keep watch 
on the floor for customers who need 
attention. This is important during 
these days of manpower shortage in 
many lines. When customers see a 
man working on a minor repair job 
it usually makes them try and re- 
collect if they have any items that 
need repairing. This advertising 
value would be lost if the bench 
was located out of sight at the back 
of the store. 


Neat at All Times 


Much of the present day wooden 
toy stock comes flat in boxes so as 
to save space and must be assembled 
by the store. Any clerk can do 
such assembling in his spare time at 
the repair bench and can also keep 
an eye on the trade. The bench is 
kept quite neat at all times and does 
not disturb the otherwise orderly 
appearance of the first floor. 

Curiosity is something that must 
be considered. The average customer 
usually wants to see what’s going 
on and will stop and watch the re- 
pairs being made. They are fre- 
quently reminded of something they 
need and another sale is made. 
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of available tools and hardware is 
urgently required. War needs, 
which must come first, demand 
unbelievable quantities of all kinds 
of tools and hardware. This leaves 
very little margin for even the 
most vital civilian needs. Manu- 
facturers, wholesalers, _ retailers 
and consumers must all cooperate 
by selling and buying tools and 
hardware only where vitally need- 
ed. Otherwise, the supply will fall 
far short of our basic war re- 
quirements for such equipment. 
These facts were brought out 
strongly in the recent Chicago 
hardware convention and are 
known, or should be, by every 
man in the hardware industry. 


Six Timely Illustrations 


To help remind consumers and 
trade customers of producers and 
distributors of tools and hardware 
that such products are Vital for 
Victory, HARDWARE AGE has pro- 
duced these six timely illustra- 
tions for both trade and consumer 
advertising purposes. These cuts, 
shown at both left and _ right, 
may be used in circular letters, 
handbills and publication adver- 
tising. You can reproduce, 
through your own normal engrav- 
ing sources, directly from this 
page or you can purchase any, or 
all, of these cuts from HARDWARE 
AcE at 50 cents each, covering 
cost, packing and mailing to any 
point in the United States. Send 
check, stamps or money order to 
save bookkeeping. Order by num- 
ber from Harpware Ace, 100 
East 42nd St., New York City. 
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COL. W. GIBSON CAREY, JR. 


CO) NE of my deep con- 


victions is that inevitably and 
quite naturally the future flows out 
of the past. I abhor the excesses 
of thought which are contrary to 
this principle. If we do not learn 
from the past and build our future 
firmly on it, we lose a necessary 
continuity which results in up- 
heavals which, by virtue of their 
extreme character, are revolution- 
ary. In the fields of politics and 
social philosophy I despise revo- 
lution, because of its high cost in 
suffering and often in lives. I 
prefer slower but surer progress 
based on the change of public 
opinion as influenced by the shift 
of emphasis in the teaching of 
children by parents rather than on 
the creeds of some unbalanced per- 
sons shouted over the radio and 
blazoned in the press. Although 
terms are elusive, it seems to me 
that this is sane liberalism as dis- 
tinguished from radicalism on one 
hand and entrenched conservatism 


* Before The National Conference of 
Business Paper Editors December 10, 
1942. 
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Some Thoughts on 


By COL. W. GIBSON CAREY, JR.* 
President 
Yale & Towne Mfg. Co. 


on the other. Let us have change, 
which is inevitable anyway, but 
let us try to gear it socially and 
politically to the customs and in- 
herent relationships existing. 


The Proper Objective 


Let us first try to apply this 
principle in very general terms to 
some of the post-war problemes 
relating to the political structure 
of Europe. It would seem reason- 
ably evident that for everyone con- 
cerned this momentous question 
should be faced dispassionately 
and without the vindictiveness 
which naturally follows great con- 
flicts. The proper objective I think 
is not to make various defeated 
peoples pay for the excesses of 
their former governments but 
rather to seek solutions which will 
lead to future amity. It is natu- 
rally evident that for this purpose 
there must be reconstituted in 
Europe reasonable balances of 
power, irrespective of any over- 
riding collective’ security plan 
which may be adopted. This 
necessity for balances of power in 
itself would preclude any plan for 
dismembering Germany as it ex- 
isted before the war, since such an 
action would leave no power or 
group of powers in Europe nearly 
comparable in potential military 
strength to Russia. This statement 
is not intended as any criticism of 
Russia or as an expression of lack 
of confidence in that country’s 
future policies. At the same time 
while we are thinking of what 
broad moves are most desirable in 
the post-war period, we must not 
be led astray by enthusiasm for 
the magnificent display of cour- 
age and sacrifice being currently 
shown by the Soviet Republics. 


At this point I should like to 
emphasize a pet thought of mine, 
which has been gained from my 
own reading, observation and ex- 
perience and which I think is 
generally and fundamentally 
sound. It is that seeds of excess 
are implanted in all peoples. 
Nations, as such, are never either 
inherently bad or good. They all, 
in history have, in a general sense 
anyway, demonstrated the finer 
human qualities as well as sav- 
age instincts. The answer seems to 
lie in the type and form of gov- 
ernment as well as in the influence 
of especially dominating  indi- 
viduals and groups existent at 
various periods. To illustrate this 
point perhaps the most persuasive 
recent example is the history of 
Italy. I think no one here will 
maintain the citizens of that coun- 
try are inclined toward militar- 
ism, conquest or harsh, overbear- 
ing traits of character. Neverthe- 
less, largely as a result of con- 
ditions following the last world 
war, a series of circumstances gave 
rise to an opportunity for Musso- 
lini and his Fascist Party to take 
over complete control of and di- 
rection of the Italian State. There 
can perhaps be little question that 
in some particulars the Fascists 
have made a constructive contri- 
bution. Taken as a whole, how- 
ever, the pattern which has been 
set by Mussolini and his associ- 


* * 


“In setting through taxation 
or otherwise, the limits of the 
rewards of management and 
of capital, we must after the 
war be careful not to kill the 
dynamic character of our eco- 
nomic life which has been the 
outstanding characteristic of 
our entire country’s develop- 
ment.” 
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//] THINK that the greatest constructive role will 

be played by those elements in our economy 

concerned with two basic factors. 

* these is the necessity for an understanding in 

government of what business is and how it func- 

tions ... Another essential for a happy post-war 
solution is impartial government.” 


ates will perhaps in the light of 
history be considered the most 
devastating influence leading to- 
ward the present war. 

If this general line of thought is 
largely correct, it follows that the 
objective should be the complete 
liquidation of the Fascist Party 
and its influence but a preserva- 
tion of the integrity of Italian 
territory, even including that in 
North Africa not attained by con- 
quest in recent years. 

I do not want to take the time 
to go into detail about the recon- 
stitution of Poland, Checho- 
slovakia, etc., or the liberation of 
certain occupied countries such as 
France, Belgium, Holland, Norway, 
Denmark, Greece and Jugoslavia 
which is still defending a portion 
of its country so nobly. I do, how- 
ever, want to emphasize that to my 
mind these countries all must be 
free and independent. By language 
and culture they are fundamentally 
separate units. This is also most 
decidedly so in the patriotic sense. 
I do not know whether you will 
agree with me, but to my mind 
one of the greatest powers for the 
healing and_ reconstitution of 
Europe is the patriotism of its 
various elements. The people of 
a free Norway, for instance, would 
be driven by their pride to an in- 
tensity of effort which would be 
impossible if that country were 
to be under the domination of 
some other nation. 

There is not in Western Europe 
a good opportunity for the greatly 
enlarged economic unit such, for 
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instance, as the propaganda of 
Germany has for years been 
recommending, with the thought, 
naturally, that Germany _ itself 
would be in control. The prob- 
lems of tariffs, quotas, exchange 
controls, etc., which were so bur- 
dening to Europe before the pres- 
ent war certainly should be mini- 
mized. so that trade between 
nations may flourish. It is im- 
portant, furthermore, that this be 
more than a bilateral exchange of 
goods and services, i. e., it should 
be triangular as between the vari- 
ous countries of Europe and of 
the rest of the world. In this re- 
gard I think the greatest student 
is our Secretary of State. For- 
tunately, however, he has proved 
himself to be much more than a 
student in that his ideas are in 
general recognized as sound and 


farsighted even by his severe 
critics of the past. 
The part which the United 


States will play after the war, 
both in the determination of the 


* 


* 


The first of 


peace and in the general relation- 
ships both political and economic 
to follow, will be great. Our con- 
tribution to the war will entitle us 
to this, just as we were entitled 
to such a role after the last war. 
Then we withdrew too greatly it 
seems to me from the assumption 
of our natural obligations. While 
guarding against this mistake in 
the future I think we must equally 
realize that Britain, Russia, China 
and various other countries are 
just as concerned as we are about 
the kind of world in which we all 
shall live and about the plans for 
the post-war security of peoples 
and of individuals. It would seem 
that there are those in the United 
States who would have us assume, 
perhaps with the concurrence or 
even help of some other nations, a 
sort of world protectorship in 
both the military and economic 
sense. Except for a very short re- 
adjustment period, nothing, I 
think, would be more thoroughly 
destructive than this. Certainiy 
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“It would seem that there are those in the United States who 
would have us assume, perhaps with the concurrence or even help 
of some other nations, a sort of world protectorship in both the 
Except for a very short readjust- 
ment period, nothing, I think, would be more thoroughly destruc: 
tive than this. Certainly we should use our resources for the allevi- 
ation of acute suffering after the war. and certainly we should 
join whole-heartedly in any reasonable plan for the prevention of 
future wars, in which other world powers assume a relative re- 
sponsibility. Beyond that I do not think we can afford to go, nor 
do I for a moment think that the American people will go. In fact, 
if we try more, we ‘will, I think, experience a reaction similar to 
that which took place after the last war with the end result that we 
shall fail, as formerly, in playing the constructive international role 


military and economic sense. 


which is open to us.” 


31 








we should use our resources for 
the alleviation of acute suffering 
after the war, and certainly we 
should join whole-heartedly in 
any reasonable plan for the pre- 
vention of future wars, in which 
other world powers assume a 
relative responsibility. Beyond 
that I do not think we can afford 
to go, nor do I for a moment think 
that the American people will go. 
In fact, if we try more, we will, I 
think, experience a reaction simi- 
lar to that which took place after 
the last war with the end result 
that we shall fail, as formerly, in 
playing the constructive  inter- 
national role which is open to us. 

I now want to turn to our do- 
mestic_ scene. Many men in gov- 
ernment and in business are both 
thinking and talking about this 
internal phase of the post-war 
problem. I find myself deeply 
worried by some of the ideas 
which are frequently expressed. 

In some business quarters it 
would seem that there is, to a 
greater or lesser degree, the as- 
sumption that the transition from 
war to peace will be handled with 
comparative ease and without re- 
adjustment pain. Not only im- 
mediately after the war but for 
years to come a sort of happy 
milk and honey era is assumed. 
These people speak of the greatly 
enhanced productive resources of 
the country, the pent up demand, 
the expanding world market and 
such other glowing generalities, 
all of which are true but all of 
which must be taken in relation to 
many other factors and conditions. 
But few seem to worry about the 
enormity of the governmental 
debt, the preposterous plans of 
officials for the maintenance of the 
economy by vast public works re- 
quiring the continuation of deficit, 
financing, or about the relation of 
our costs and prices to the costs 
and prices of the other great pro- 
ducing countries of the world. 
Few seem to be worrying about 
the preservation of the requisite 
reward for initiative, about the 
purchasing power of the dollar 
and its influence on insurance 
policies, charitable institutions, 
savings accounts, etc. Still fewer 
seem to be worrying about the 
concentration of power in Wash- 
ington and about the influence on 
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our economy of the bureaucratic 
tendencies of government. 

Being an optimist, I believe that 
within reasonable degrees such 
basic economic and political con- 
siderations can be solved to a fair 
degree of satisfaction, but I for 
one see little evidence as yet of 
the emergence of the type of think- 
ing which will accomplish this. We 
shall need hard sense, grueling 
work and a high degree of cooper- 
ation. Dependence on _ officials 
will not help us. A resurgence of 
good old American drive and indi- 
vidual self-reliance is certainly 
necessary. 


* * 


“Basically, our greatest dan- 
ger would be if we allowed 
free expression in the pulpit, 
on the platform, over the ra- 
dio or in the press to be un- 
duly circumscribed. Then I 
should indeed worry about 
our post-war future internally 
and in terms of what we may 
do for the rest of the world. 
If, however, we can bring to 
bear on public opinion the 
free expression of all points of 
view, I feel that after the war, 
no matter what the burdens 
we must bear, this great coun- 
try of ours is destined for a 
magnificent future.” 


* * 


Right here let me _ interlard 
something about the present war. 
It is both evident and right that 
our maximum effort he expended 
on winning. All of the assump- 
tions and statements which I have 
made are predicated on a complete 
victory of the Allies over the Axis. 
Every sacrifice necessary to accom- 
plish this must be cheerfully made. 
It should, furthermore, be remem- 
bered that the sacrifice of money 
and comfort is in no way compar- 
able to the sacrifice of life which 
many of our finest boys are mak- 
ing. Nothing which I have said is 
intended to detract in any way 
from our maximum effort toward 
victory or from our maximum co- 
operation with all other nations 
who are attempting to defeat the 
Axis powers. 

To return to our post-war in- 
ternal situation, I think that the 
greatest constructive role will be 
played by those elements in our 
economy concerned with two basic 


factors. The first of these is the 
necessity for an understanding in 
government of what business is 
and how it functions. The whole 
punitive attitude of the past decade 
arose from basic misconceptions, 
which, by the way, are widely 
prevalent today even among busi- 
ness men and spokesmen for busi- 
ness organizations. The most im- 
portant misconception has been, 
and still is, that the function of 
business is to give employment 
rather than to produce goods 
and services. The difference is 
fundamental and is in no degree 
sophistry. Satisfactory levels of 
employment and satisfactory ris- 
ing standards of living are the 
tremendously desirable results of 
expanding production and increas- 
ing efficiency. Such conditions 
flow from a confidence as between 
the productive and governmental 
forces of the nation. So far as I 
am aware they never occur with- 
out the extreme of deficit financing 
such as we are now experiencing 
because of our war effort, unless 
there is a basic understanding as 
between government and business. 

On all sides it is said that 
despite its past record of accom- 
plishment as compared with that 
of any other country in the world, 
our economic system will stand or 
fall on whether it gives full and 
satisfactory employment in the 
years after the war. This state- 
ment, I am afraid, may well be 
true in spite of the fact that any 
degree by which we may fail of 
satisfactory accomplishment may 
in no sense be fairly attributed to 
the failure of our economic sys- 
tem. In thinking of the post-war 
period, I cannot but recall the 
period of the tragic thirties when, 
for the most part, the dollars spent 
by government forced into hiding 
a much greater quantity of private 
money. 


Another essential for a happy 
post-war solution is impartial gov- 
ernment. Despite all that may be 
said in favor of the labor move- 
ment, it will, I think, be admitted 
by unprejudiced minds that great 
excesses have taken place because 
of a definite and specific align- 
ment of labor and federal ad- 
ministrative government as against 
capital and management. In this 

(Continued on page 88) 
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Radio and Table Appliance Repairs 
Bring Profitable Tratfic 


A, increasing busi- 


ness in electric table appliances 
and radio repair work provides 
profitable traffic for the Forbes 
St. branch of Scarborough & 
Klauss Hardware, operating two 
stores in Pittsburgh, Pa. Prompt 
service, reasonable prices and the 
fact that the work is done 
right on the premises are im- 
portant reasons for the growing 
business in repair service. Howard 
Kiauss, son of one of the pro- 
prietors says, “The public de- 
mands that we complete repairs 
in two or three days and we try 
hard to do so, for that is the secret 
of such work. And people don’t 
like to leave appliances and radio 
sets in a store which will send 
them elsewhere for repairs.” 

On an average day the store will 
complete the repair of half a dozen 


electric irons, three toasters, two 
waffle irons and three or four 
radio sets. Most of the customers 
who want repairs on appliances 
and radios bring in and call for 
their equipment, and the matter 
of delivery is not much of a cost 
factor in this part of the store’s 
business. While most of the re- 
pairs are made in the basement 
repair shop, appliances and sets 
are stored on the main floor, in 
plain view of customers, until they 
are ready to be worked on or until 
ready for delivery to the customer 
in complete working order. 


The present repair service grew 
from the sale of radio tubes for 
replacement purposes which was 
started several years ago. One of 
the best angles of this business is 
that much of it is on a cash basis. 
The prices charged for repair 
work are something which cus- 
tomers watch and consider very 
carefully. When a _ customer 
brings in an item for repair he is 
told that if the cost of parts and 
labor will be less than $2.00 the 
store will go ahead with the job 
without checking back. In in- 


(Continued on page 79) 


Scarborough & Klauss also 


uses service 


as an aid to 


good will and future sales 





Howard Klauss checks a small radio job in the basement repair shop. 
When finished, the jobs are taken upstairs where patrons receive them. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 

















Help the Other Fellow ! 


ANUARY 
the month for making reso- 
lutions which are supposed 


has always been 


to govern one’s conduct for the 
rest of the year. These resolutions 
fall into various patterns but they 
usually have one thing in com- 
mon—the fact that they are usually 
designed to help and generally 
improve the existence of the per- 
son making them. 

This new year is far different 
from any year that we, as indi- 
viduals or a nation, have ever en- 
countered. And in view of the 
fact that it is, and will be, dif- 
ferent, it might not be a bad idea 
to have the customary resolutions 
a bit different in character. Why 
not make one at least that will 
benefit not only yourself but the 
other fellow? By the other fellow 
we mean the new salesman or 
saleswoman as the case may be. 

Many men have been called to 
the colors during the past year. 
Many others are now engaged in 
war work. The chances are that 
1943 will see many more leave 
for the armed 
plants making articles essential to 
the prosecution of the war. Some 
of these men and women may be 
from your own store and _ their 
places will, of necessity, be filled 
by new salespeople. 

Not every one of these new ad- 
ditions to your sales force will be 
an experienced salesman. The 
chances are that comparatively 
few of them will have had any 
retail selling experience to their 
credit. The work will be new to 
them, the stock will present prob- 
lems they have never before en- 
countered and the art of making 
a sale—and it is an art——-will be 
completely _ for- 
eign to their ex- 
perience. 

This is where 
you come _ into 


services or for 


the picture. Why not give these 
new people a helping hand? Why 
not help them to a_ practical 
knowledge of the stock? Why not 
show them how to close a sale? 
And why not let them feel that 
they are members of the store 





family and not rank outsiders? It 
will cost you nothing, it will help 
the firm’s profits at a time when 
every firm needs profits and, un- 
less we are very much mistaken, 
it will serve to make you an in- 
dispensable member of the sales 
force. 





January 
“Selling Sentence’ Contest 


Build “Selling Sentences” About These Items: 


1—Thermometer 


3—Floor Varnish 


2—Chicken Spray 4—Anti-Freeze 
5—Soot Destroyer 


WIN CASH PRIZES 


SEND IN “SELLING SENTENCES” 


Harpware AcE will pay $2.00 for the best selling sentence on each of the 


five merchandise items listed above. 


$1.00 each will be paid for all other 


“Selling Sentences” published and which the judges deem worthy of such 


honorable mention. 


Entries must be received not later than Jan. 28. 


Winners will be an- 


nounced in the Retail Sales Idea Club pages of the Feb. 18 issue of Harp- 
ware Ace. In case of ties, duplicate prizes will be awarded. Decisions of the 
editors will be final and all material submitted becomes the property of 


‘ 


Harpware AGE. 


FIVE SIMPLE RULES 


1. Just write your suggested “Selling 
Sentences” for one or more of the items, 
preferably on a penny postal card (let- 
ters may be submitted) and mail to 
Harpware Ace Retail Sales Idea Club, 
100 E. 42nd St., New York, N. Y. Con- 
testants may submit as many “Selling 
Sentences” as they wish, but each must 
be submitted on a separate postal card 
or sheet of paper. 

2. Write your own name and address 
on the card (or letter), as well as the 
name of your company. 

3. Be sure to write the name of the 
contest — November “SELLING SEN- 
TENCE” CONTEST—on each card (or 
letter). 

4. Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 


to participate in this contest. If you 
are not a member, you can become one 
by simply filling in the registration 
form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 

5. “Selling Sentences” will be judged 
on how well they explain to customers: 
(1) what the item will do for them; 
(2) how the item does it, and, (3) how 
long it will do it. “Selling Sentences” 
should be brief and to the point. Make 
every word count. Penmanship, or form 
are not factors in the contest. Sen- 
tences typewritten on postal cards (or 
letters) will be appreciated but are not 
required. However, if answers are 
submitted in another form this will not 
influence the decision of the judges in 
any way. 
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You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 


FOR EACH OF THESE IDEAS $1.00 WAS PAID 


Educating the Public 


“In order to prove the ‘reasons’ 
for shortages of some of our most 
common articles, we did a bit of 
research into the manufacture of 
some of those items—paint and 
paint brushes for example. 

“We found where each paint in- 
gredient came from and the source 
of supply of the various parts of 
the brushes. These items were put 
in the window together with a 
map of the world. A thin red 
streamer was run from the brush 
bristles to China on the map and 
was pinned in place. A picture of 
the Chinese hog was also in the 
window accompanied by a brief 
history of the animal. 

“This display resulted in many 
children and adults stopping and 
studying the display. It made 
some of our misinformed people 
realize that everything a_hard- 
ware store sells is not necessarily 
a true product of the U.S.A. 
It made them realize that it takes 
the products of the entire world 


Copy this form on a penny 
post card if more than one 
form is necessary. 


to make a hardware store possible. 
We are planning more exhibits of 
this type for tools and other 
items.” 
HELEN M. Douc tas. 
W. H. Douglas Hdwe.. 


Commerce, Texas. 
x * 


Sells More Fern Bowls 

“Here’s an idea for selling more 
fern bowls, commonly called fish 
bowls. 

“We take the end of one of our 
counters in the main traffic aisle 
and make a mass display of 
various sizes of these bowls. We 
line one or two of them with moss 
and fill them with partridge 
berries, adders’ tongue, tiny ferns, 
etc., and give them a very promi- 
nent position. They attract at- 
tention and actually create extra 
sales. It’s a lot of fun making 
them up, too.” 

Mrs. Marion Woopsury. 
Waite Hardware Company. 
Southbridge, Mass. 


Introducing New Merchandise 

“Whenever we get a new item 
in the store we put on a special 
drive to introduce it to our cus- 
tomers. The first step in this drive 
is to arrange an interesting dis- 
play of the article on a part of the 
wrapping counter or on a special 
table near this busy spot. 

“The next step is to call the new 
item to the attention of every cus- 
tomer. Salesmen are reminded to 
do this several times during the 
week. They are instructed to ask 
the customer if they have seen the 
new ‘so and so’ item. In almost 
every instance, the customer an- 
swers in the negative and this en- 
ables the salesman to tell him 
about the new merchandise. 
Usually an extra sale is made. The 
display near the wrapping coun- 
ter always gets attention and pro- 
vides the perfect opportunity and 
reminder to the salesman.” 

Wm. H. BalLey, 
Perth Amboy H’dwe Co.. 
Perth Amboy, N. J. 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


HARDWARE AGE 
Retail Sales Idea Club, 


REGISTRATION FORM 





100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idec 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 








Name 
Firm St. 
City State 








| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 














The Victory Tax—What It Means 
to the Employer 


An outline of what he has to do 
* * and a concise description of the 
methods he should use in doing it 


By SIDNEY B. KAHN, C.P.A. 


of Sidney B. Kahn & Co., C.P.A.'s. 
New York City 








WITHHOLDING 
DEDUCTION 
$156.00 
. 312.00 
624.00 


WITHHOLDING PAYROLL 
DepUCTION PERIOD 
$12.00 Quarterly 
24.00 Semi-annually 
26.00 Annually 


PAYROLL 
PERIOD 

Weekly 

Bi-weekly 


Semi-monthly 


F., taxable years 


beginning after December 31, 
1942, a 5 per cent tax known as 
the “Victory Tax” will be imposed 


upon individuals having an an- 
nual gross income of more than 
$624 ($12 per week). This is in 
addition to the regular income tax 
and is based upon “victory tax net 
income” which is generally gross 
income (excluding capital gains) 
less expenses and certain other al- 
lowable deductions. 


Withholding by Employer 

Withholding Requirement—To 
provide for the payment of the 
victory tax, all employers are re- 
quired to withhold at the source 
from the wages of employees paid 
on or after January 1, 1943, 5 per 
cent thereof after allowing for the 
withholding deduction (explained 
in the next paragraph). This ap- 
plies to all employers whether en- 
gaged in business for profit or not. 
Charitable, religious, and educa- 
tional institutions and clubs and 
other social organizations as well 
as state and local governments are 
subject to this requirement. 

Withholding Deduction — In 
computing the tax on wages to be 
withheld there is allowed as a 
deduction against the wages paid 
for each payroll period an amount 
based upon an annual deduction 
of $624 prorated in accordance 
with the length of the particular 
payroll period as follows: 
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Monthly 25.00 








No distinction in withholding 
the tax is made between married 
persons and single persons. If 
the amount withheld by the em- 
ployer from the _ individual’s 
wages exceeds the amount of vic- 
tory tax eventually due, such ex- 
cess will be applied as a credit 
against the regular income tax of 
such employee. 

Withholding: Tax Tables—In 
lieu of the 5 per cent tax to be 
withheld, an employer making 
wage payments on the basis of a 
regular payroll period (weekly, bi- 
weekly, etc. as outlined above) 
may, at his election, withhold and 
collect the tax in accordance with 
specified tables to be furnished by 
the Treasury Department. It is 
recommended that these rate tables 
be used wherever applicable as 
this will considerably reduce the 
amount .of clerical work and 
minimize the possibility of error. 

Short Payroll Periods, No Pay- 
roll Periods, Commissions, Bonus- 
es, etc.—If an employee is paid 
for a period of less than a week, 
withholding is not required until 
his remuneration for the week ex- 


ceeds $12. If the payroll period 
is greater than a week and is not 
covered by the above schedule, 
withholding is 5 per cent of the 
amount by which the remunera- 
tion exceeds $1.71 multiplied by 
the number of calendar (not work- 
ing) days in the period. This 
would apply in the case of sales- 
men’s commissions paid upon the 
completion of a sale. 

If an employee’s remuneration 
consists of salary in a specified 
amount plus commission or bonus 
for each payroll period, the ag- 
gregate of the salary and commis- 
sion or bonus constitutes a single 
wage payment for such period and 
is subject to only one withholding 
deduction. 

Where an employee receives 
wages in the form of salary paid 
at periodic intervals and, in addi- 
tion thereto, receives bonuses or 
commissions with respect to a dif- 
ferent period or without regard to 
any particular period, the amount 
of the withholding deduction with 
respect to the salary and the 
amount of withholding deduction 
with respect to the bonus or com- 


HARDWARE AGE 





“Samp DEALER LETTER Sm 


How long 


does ammunition 
stay accurate ? 


DURING the last war, among the types of ammunition 
that Remington was asked to supply was regular .38 
Long Colt. 


At the close of hostilities, a surplus of this was stored 
uway in an arsenal and all but forgotten. Recently, 
however, the question arose: “Is this 25-year-old ammu- 
nition still accurate?” So we were sent a sample lot 
to test in our ballistics laboratory. 


The result? Even after 25 years, this ammunition 
was still accurate enough to pass the original accuracy 
tests it was subjected to when brand new! 


Here’s where you come in... 


If you have any ammunition in stock —the older it 
gets, the more the question will arise: “Is it still accu- 
rate?” And what you can say, and what we can say, is: 
Good ammunition — when stored under proper condi- 
tions—will keep its original accuracy almost indefinitely. 


Be sure to take good care of any ammunition you 
have on hand — and urge your customers to do so, too. 
It’s easy. Simply keep it in a cool, dry place. 

If it’s Remington, it’s right—and it’ll stay right! 
Remington Arms Co., Inc., Bridgeport, Conn. 
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The Blind Man 
and the Wall 


An ancient Greek story starts like 
this: 


“A blind man leaned against a 
wall. ‘This is the boundary of the 
world,’ he said” .. . 


Now, would you believe that there 
are still some blind or near-sighted 
dealers in the hardware business 
who believe that strictly hardware 
items are the boundary of it? 


Fortunately, of course, most 
hardware dealers realize that busi- 
ness can be carried on — and hand- 
somely—without those strictly hard- 
ware items which are getting so 
scarce. They’re branching out into 
other kinds of stocks and services— 
wooden toys, wallpaper, novelty 
jewelry, stationery, pictures and 
picture framing—even candy! 

The truth of the matter is this: 
Wartime hardware business is 
bounded only by the ability of deal- 
ers to adapt themselves to today’s 
conditions. 





“What's a good shotgun for 
a weddin’?” 














mission must be independently de- 
termined. 

Employee—The term employee 
includes an officer of a corpora- 
tion. It excludes an individual 
rendering a service in pursuit of 
his own independently — estab- 
lished business, such as the small 
business man and the professional 
doctor, lawyer and accountant 
practising on his own account. 

Wages for the purpose of 
withholding. is defined to include 
all remuneration whether desig- 
nated as salary, wages, fees, com- 
missions, etc., and whether paid in 
cash or property (quarters and 
subsistence constitute remunera- 
tion) if paid for services per- 
formed by an employee for his em- 
ployer, with the following excep- 
tions: 

(a) Agricultural labor: 

(b) Domestic service in a 

private home, local college 
club, or local chapter of a 
college fraternity or so- 
rority; 

(c) Casual labor not in the 
course of the employer's 
trade or business; 

(d) Services performed as an 
employee while outside the 
United States if for a major 
part of the year; and 

{e) Services performed as a 
member of the military or 
naval forces of the United 
States. 


Liability of Withholding 
Agent 

Withholding Agent is defined to 
mean any person required to 
withhold, collect and pay the tax. 
This means that the employer is 
the withholding agent. 

Tax Collection Requirement 
Every employer is made liable for 
the payment of the tax required to 
be withheld and collected. Any 
errors made by the employer, 
either in the collection or payment 
of the tax for any quarter of a 
taxable year, may be corrected in 
any subsequent quarter of the 
same year without interest. 

Return and Payment—The em- 
ployer is required to file a return 
of the tax withheld (on Form V-1 
to be furnished by the Treasury 
Department) and to pay the same 
to the Government on or before 
the last day of the month follow- 
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ing each calendar quarter. With 
the return for the fourth quarter 
(due for the first time on January 
31, 1944) the employer is also 
required to file Form V-3 with 
duplicates of all Forms V-2 (re- 
ceipts to employees) for the year. 
Form V-3 reconciles the four V-1’s 
filed with all of the V-2’s issued. 
Information return (Form 1099) 
previously required by the Trea- 
sury Department for annual re- 
porting of salaries and wages will 
no longer be required with respect 
to employees from whom victory 
tax has been withheld at the 
source. 

Receipts to Employees—The em- 
ployer is required to issue a re- 
ceipt to each employee from whom 
tax is withheld. Such receipts 
must be furnished to employees on 
or before January 31 covering the 
previous calendar year in which 
the tax was withheld. Only one 
receipt for the calendar year is 
required. Where employment is 
terminated before the close of the 
calendar year the receipt must be 
furnished within 30 days of the 
day on which the last payment of 
wages is made to the employee. 

The receipts, Form V-2, will be 
furnished by the Treasury Depart- 
ment. The employer’s own form 
will be acceptable if substantially 
the same as the Treasury’s form. 
Each receipt must indicate (1) the 


period covered, (2) the wages 
paid, and (3) the amount of tax 
withheld. 

Penalties—The law provides 
criminal and civil penalties for the 
wilful failure of any employer to 
furnish a receipt to the employee 
showing the information required. 
as explained above, or for furnish- 
ing a false or fraudulent receipt. 
Penalties are also provided for the 
failure to file timely and _ trust- 
worthy returns and make timely 
tax payments. 


Records 


The records heretofore main- 
tained to comply with the social se- 
curity and wage and hour laws 
(time records, payroll book and 
employees’ accounts) will be ade- 
quate to meet the record keeping 
requirements of the victory tax 
with the following exceptions. A 
column for the victory tax deduc- 
tion should be provided for in the 
payroll book, in the employees’ ac- 
counts and in the cash disburse- 
ments book. An account entitled: 
“Victory Tax Payable” should be 
opened in the general ledger. This 
account will be credited with all 
victory tax withheld and charged 
with victory tax payments. The 
balance therein should represent 
victory tax collected but not yet 
paid and should be in agreement 

(Continued on page 94) 








Side Wall Canopy 


Displays Roofing 





Here is a display idea from Ponder’s, hardware store, in Cullman, Ala. The 
wall display rack, seen in background, for the display of steel goods, harness 
and other merchandise, has an awning-like cover which is used to display 


various grades and prices of roofing. 


the merchandise under the canopy. 


A row of fluorescent lights illuminates 
Elbert Ponder, manager of the hardware 


store, said he obtained the idea from a leading chain store concern, and that 
it had stimulated his roofing sales considerably. 
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RED MITES 
BED BUGS 


ALSO BLUE BUG, FLEAS, 
TICKS, CATTLE LICE, TER- 
MITES, ANTS, ROACHES 
AND SIMILAR PESTS 





REPRODUCED 
FROM LABEL 
ON TOXITE CAN 


REGISTERED U., S, PATENT OFFICE 


Something to Sell When 
the Going Is Tough! 


Nationally advertised—Widely distributed—Satisfied customers in all parts 
of the country as a result of years of successful use in homes and on farms. 


MANY USES 
Kills household and farm pests such as red mites, bed bugs, roaches, 
ants and similar insects. Also outstanding as a disinfectant for poultry 
houses, farm buildings and the like. A good year round selling item. 


ASK YOUR JOBBER OR WRITE 
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Advertising Builds Storm Sash Sales 


Barberton Hardware Co. 
creates business as a 
result of timely ads 





















20'2240-in. 


28'256-in. 








302%60-in. 














clear western pine 11% inches thick, mortised 
sizes. Three weeks delivery on odd size 


Save at 


577-579-581 Tuscarawas Ave. 


OPEN SATURDAY EVENINGS 


7 sash seemed 


to be a new profit possibility to 
the Barberton Hardware Co., Bar- 
bertown, Ohio, so the firm pur- 
chased two truckloads of it and 


advertised it. The line was ap- 
proved by customers and the firm 
had to place another order of the 
same size to meet the demand. 
While storm doors had been han- 
dled successfully by the store, 
storm sash was a new line this 
past fall. Barberton is within easy 
reach of Akron and so its stores 
must be considered as competitors 
of those in the smaller community. 
Even so, storm windows were sold 
by Barberton Hardware to resi- 
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2 16x16-in. gloss! i 
2412x40-in. (2 20x16-in. glass) 94,49 F 
24'an48-in. (2 20x20-in. gloss! $1.95 d 
2414x52-in. (2 20222-in. glass) 51,99 Ff 
(2 24x24-in. gloss) 52,49 
1 , - ‘ 28Y%4x60-in, (2 24n26-in. glass) 52,58 f 
. (2 26x26-in. glass) 92.79 

3414x56-in. (2 30x24-in. gloss) 52,89 ff 


150 Sizes to Choose From — All Other Sizes in Compeorison 
SAVE UP TO 25; OF HEAT LOSS~SAVE ON FUEL 
KEEP OUT SOOT AND DIRT 
STOP FROSTFO AND STEAMED WINDOWS 


The lowest prices on better grade storm ——, One inch over size in height— 

one-half inch over size in width. Takes care of irregularities in window frame 

or pitch of sill. Glazed with bong = pe Ah, out, 
and tenoned, bottom 


inches wide, stiles top rail 214 inches wide. , +. delivery on popular 


The BARBERTON HARDWARE Co. 


SH-1161, SH-I162 FF 





This ad brought 
customers from 
the entire area. 
In its published 
form it was 67, 
in. wide and 8 in. 
high. 


rail five 






dents of Akron as well as to those 
living in and around Barberton as 
the result of several newspaper 
advertisements in an Akron daily 


paper. 


Featuring Economy 


Featuring economy, which is, 
after all, the primary purpose of 
storm sash, the ads offered “150 
sizes to choose from”—with eight 
of the more popular sizes specifi- 
cally mentioned at prices ranging 
from $1.39 to $2.89 each. Hard- 
ware was not included in the 
price nor was the necessary hard- 
ware mentioned in the advertise- 
ments for, as F. D. Winemiller, 
Jr., put it, “We were selling the 


windows in our ads and people 
needing the hardware asked for 
it.” 

All Ads Checked 


Mr. Winemiller, in commenting 
on the line, says, “We checked 
everybody’s ads, on this line for 
the past two years and found that 
price was the biggest thing. With 
normal hardware markup on a 
quantity purchase, we found they 
would give us a good profit and 
that we could undersell competi- 
tion by as much as 50 cents a win- 
dow. Our ads drew people from 
Akron and further, in fact 50 per 
cent of the sales of these windows 
were to customers in Akron. 
People we never saw before were 
attracted by our ads. The fact 
that these windows are glazed 
with wood beads and have no 
putty is a big selling factor.” 


It Tells the Story 


Illustrated is a_three-column 
wide by 8 in. deep advertisement 
which was used to tell people with- 
in a reasonable distance of the 
store all about the storm window 
bargains offered by the Barberton 
Hardware Co. This advertisement 
promised “prompt delivery on 
popular sizes” and “three weeks 
delivery on odd sizes.” 





Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 63 
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What meme ee Dealer Knows 








SEE! YOU ssebanet: SPOT IT CLEAR 
ACROSS THE STORE.CUSTOMERS 
WAIT ON THEMSELVES . THATS 

A BIG HELP THESE DAYS. 








—— 
EVERYBODY |S LOOKING FOR PRODUCTS 
THAT HELP THEM CONSERVE AND 
pentages AND THEY ARE BUYING 














ONE SIZE MAAM — 30 THAT JAR IS A NICE SIZE FOR 
OUNCES. AND THE PRICE 
GIVES YOU A SQUARE DEAL. 















































You Make More Profit and Serve Your 
Customers Better With CLIMAX 


More people know Climax Wall Paper 
Cleaner by name through advertising and by 
use than any other. This year you have a new 
size—30 ounces—in a new glass container 
which women will save and use. The new pack- 
age with red, white and blue label makes a 
bull's-eye display, reminding shoppers to buy 
their long familiar wall paper cleaner. Climax 
profit margin is always among the highest. 
This year you only have one size to stock and 
the biggest demand in years for Climax Wall 
Paper Cleaner to conserve existing decora- 
tions which cannot be replaced. 


Order Climax Cleaner Now—From Your Jobber 


CLIMAX 


JANUARY 7, 1943 


JELLIES AND, RVES,TOO. 
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INDUSTRIES, 


cl ADE MARK REG U S PAT. OFF. AND FOREIGN COUNTRIES CLIMAX 


WALL PAPER WALL PAPER. 


(LEANER 


WPROVED TO REDUCE CRUMBLIN 





INC. 
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Archer-Davis Service Department 
Fills a Community Need 


Awe equipped ser- 


vice shop, handling a wide mis- 
cellany of repair work, helps 
Harry Davis of the Archer-Davis 
Hardware Co., Genoa City, Wis., 
keep up his volume these days. He 
is also doing his share toward 
helping people keep their ap- 
liances and other household items 
in efficient working order through- 
out the war emergency and is also 
building up considerable good 
will. 


All Types of Repairs 

This service shop can repair all 
types of appliances and does a lot 
of service work for farmers. These 
are the days when farmers are 
very anxious to keep their milk 
cans, milk pails and other dairy 
equipment in good shape. The 
1943 milk production will break 
all previous levels, and this means 
that more utensils will be used. 
Furthermore, it is patriotic for 
farmers to make their old utensils 
do wherever possible, and, for this 
reason, they bring these articles 
to the Archer-Davis store for at- 
tention. 

Mr. Davis repairs milk cans for 
farmers and also repairs milk pail 
screens. With milk cans the top 
and bottom seams often have to 
be soldered all the way around. 
The same is true with some milk 
pails that have had heavy use. 
Pails and cans often develop 
cracks and will spoil milk tests 
unle§s they are repaired. In such 
cases soldering usually makes the 
utensils as good as new. 

The solder problem has been 
solved temporarily at this store by 
Mr. Davis. He melts part of a lead 
pipe and mixes it with tin and 
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Genoa, Wis., firm gives 
first aid to farmers 
and builds for future 





Harry Davis repairs a milk can in the firm’s repair shop. 


thus makes a good solder which. 
he says, does not have to be heated 
too much when it is to be applied. 

“That soldering iron of ours is 
a mighty important repair tool in 
our community,” he states. “We 
are called on to repair almost any 
sort of appliance, washers, radios, 
vacuum cleaners and the like— 
and thus have many uses for the 
soldering iron. In addition, we do 
this farm service work and lots of 


folks bring in their wash boilers, 





tea kettles and other utensils for 
repair. People are not throwing 
away any metal object that can be 
of use to them now. They want to 
make it last for the duration, and 
it’s our job to help them if we 
can.” 

This shop also gets such items 
as guns to oil and repair, fishing 
reels to overhaul, bicycles to re- 
pair, and pumps to put into work- 
ing order. In addition, Mr. Davis 
also repairs and services furnaces 
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and oil burners and this keeps 
him very busy at certain times of 
the year. 

“All in all, our service depart- 
ment has plenty of volume to keep 
me busy all day,” says Mr. Davis, 
“and we have one man to handle 
the work in the store. A lot of our 
soldering repair jobs are small in 
comparison to the larger furnace 
repair and service jobs, but we 
don’t turn down anything. We 
make a lot of friends by doing 
such work and we get well paid 
for our efforts. We think that 
after the war we are going to do 
a better business in appliances 
and the like, largely because we 
are keeping our service shop 
humming day after day.” 


Dairy Supplies Featured 


Mr. Davis also handles a line 
of dairy supplies for farmers who 
come to his store to get their milk 
can equipment serviced. This 
stock is placed right up near the 
front door where farmers can see 
it. Milk pails and filter discs are 
in good demand at most times, 
although pail stock is low com- 
pared to what it was a year or 
more ago. Mr. Davis also handles 
a good line of dairy can brushes, 
barn fiber brushes and the like 
as well as a line of working gloves. 
All of these are items which in- 
terest farmers who come to the 
store. 

“A service department during 
war-time will increase the store 
traffic at least 25 per cent,” says 
Mr. Davis, “and this means quite 
a good deal if you have other 
merchandise to sell. Service de- 
partment customers will walk 
through the entire store to get to 
the service department at the rear, 
and there is always a chance to 
make them look at merchandise 
on display. We expect our service 
department to help us continue to 
make money in the hardware 
business for the duration.” 





Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page—63 
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Dyabell MANGES HER MAKE-UP 


Tanks, trucks, jeeps, guns, planes, boats 
all get new “‘facials’’ often — protective color- 
ings that blend with backgrounds, changing 
with the seasons or locale. Paint sprayers, 
powered by dependable Briggs & Stratton 
gasoline motors, do these jobs quickly. 


Unusual tasks, like this one, form only a small 
part of our service to the armed forces 
—_and are in addition to dozens of major 
uses — but all of them equally important. 


The war effort now requires the en- 
tire production of Briggs & Stratton 
4-cycle, air-cooled gasoline motors, 
so they are available only to those 
who are serving the war program, or 
for approved “essential” civilian uses. 


We'll do our best to serve you, if 
your product fits these classifica- 
tions, or if you are planning post- 
war production of gasoline-powered 
appliances and equipment. 

Toconserve Briggs & Stratton Motors 
now in use, we urge operators to 
take extra precaution to see that 
each motor is correctly lubricated, 
properly adjusted and kept clean. 
In case of emergency see your regu- 
lar dealer or the nearest Authorized 
Briggs & Stratton Service Station. 
BRIGGS & STRATTON CORP. 

MILWAUKEE, WISCONSIN, U. 6. A. 
To help make this a better world 
to live in 


BUY WAR BONDS 

















Items on these shelves are ranged at a height which makes 
it possible for the average person to reach them with ease. 


Moved Gift Department Up Front— 
Sales Increased 300 Per Cent 


S sus of gift items 


increased 300 per cent at the store 
of W. J. Vierck & Son, Rockford, 
Ill., when the gift stock was en- 
larged and the department moved 
to the front of the store from a 
center location. 

With the increase of feminine 
trade in the store and the advent 
of war-time restrictions on other 
stock, it was felt by Mr. Vierck 
that a gift department would be 
something that could be developed 
to quite an extent. The entire gift 
line and location was given much 
thought and considered from sev- 
eral angles. And here is what 
finally developed into a good sales 
combination during wartime. 

In addition to gift item shelf 
space, a larger ledge shelf was 


44 


Improved facilities for 
display and well-rounded |. 
stocks also aid increase \R 

for W. J. Vierck & Son BE 


also placed in the new department. 
This gave balance to the whole 
gift section and also permitted the 
display of several key gift items 
to good advantage—items that 
look well and also sell well. 

The height of this shelf was 
figured out very carefully. For 
example, Mr. Vierck states that 
the average woman is about 5 ft., 
3 in. in height. This big “master 
shelf” was placed so as to favor 
a woman of that height, that is, 
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when she stood there the items 
showed up to the best advantage. 
This arrangement has worked out 
very well and women have com- 
plimented Mr. Vierck on the gift 
section and its accessibility. 
Wide price range and wide 
stock. Knowing that a gift sec- 
tion is an all-year-around depart- 
ment, Mr. Vierck chose a stock 
which would satisfy many tastes 
and occasions, and he also got a 
quality price range which would 
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SIMONIZ OPENS 





SIMONIZ 
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HOW TO 
SIMONIZ 
FURNITURE 


Simonizand SimonizKleeners 
give furniture, floors and lino 
leum same lasting beauty that 
made these products so fa- 
mous for cars. 


we 






Furniture should first be 
cleaned. If in good condition 
use Liquid Simoniz Kleener 
to take off what dirt there is 
on finish and oil left by greasy 
polishes. 


If furniture is dull, staaned or 
marred, use the Paste Kleener 
instead of Liquid. Makes fin 
ish look like new again. 





After cleaning furniture, al 
ways apply Simoniz. Simoniz 
protects finish and keeps it 


beautiful. 


(SIMONIZ 
ewer a 





Simoniz is also made in colors 
especially for furniture. Ma- 
hogany, Oak, Maple, Neutral. 


PLUG YOUR PROFIT LEAKS ON HARD-TO-GET MERCHANDISE 


More and more Simoniz and Simoniz Kleeners are bought and used. Millions of 

women now Simoniz their furniture, woodwork, floors and linoleum. The less 

cars are driven, the more Simoniz is needed to preserve the finish. Besides, 

motorists have more time to give their cars the attention they require. So buy 

a good stock of Simoniz and the Simoniz Kleener. Do it right away. Display 

and watch them sell! There’s good profits in these famous products for you. 
THE SIMONIZ COMPANY e CHICAGO, U. S.A. 











fit many pocketbooks. You can 
buy distinctive items in this gift 
section that range in price from 
25 cents to $20.00. 


Gift Headquarters 


Glassware and dishes predomi- 
nate, as do knife and fork sets, 
pin-up lamps, trays, pottery, cof- 
fee makers, etc., as the store man- 
agement has found that more and 
more of these items are being used 
as gifts. The department is the 
favorite of many people who buy 
gifts for brides and grooms and 
for birthdays. Such 
want quality gifts and will pay up 
to $20. The buys 


customers 


person W ho 


bridge party gifts is also welcome 
and can find items within the de- 
sired price range. Such items as 
placques, wooden bowls and simi- 
lar items fill in well for metal gift 
stock items which are hard to get 
at the present time. 

Display items in this gift sec- 
tion, such as pottery, can be used 
in some instances to sell complete 
sets. For example, the store staff 
has sold 10 sets of pottery at 
$35.00 a set within the past six 
months by calling the attention of 
prospects to single pottery items 
on display in the gift department. 

This gift department is located 
at the left front side of the store 
and this means that everyone who 





enters faces the department before 
moving farther into the store. Be- 
cause of its excellent display and 
good lighting, folks who walk to 
the door from inside the store also 
see the section and often stop to 
inspect it. The average sale in this 
gift section runs between $3.00 


and $3.50. 


Patrons Recommend It 


The advantage of such a gift 
section, according to Mr. Vierck, 
is that satisfied customers are only 
too glad to recommend it to their 
friends. The complete and varied 
stock will cause such satisfied cus- 
tomers to go out of their way to 
give it word-of-mouth advertising. 


Mass Displays Boost Tumbler Sales 


J ESTPORT, Conn., is a town 

with a winter population of 
about 8500 and a summer colony 
which adds another 1500 or so cus- 
tomers and prospects to the home of 
Westport Hardware Co. Many of 
the summer residents find it neces- 
sary to replenish their stocks of 
summer items each year, including 
such wares as drinking tumblers, 
beverage sets, etc. So the store 





really goes out for this worthwhile 
business. 

To help do a really good job on 
drinking glasses, priced from 5 cents 
to 25 cents each, the store uses mass 
displays like that illustrated. Lack 
of space prevents treatment of cock- 
tail glasses in such a fashion. How- 
ever, a display of samples of other 
glasses are shown in units above the 
mass showing of ordinary drinking 


it! 


All told, the section illus- 
trated shows mass displays or sam- 
ples of 40 or more patterns in 
tumblers and cocktail glasses—the 
latter at 10, 35 and 50 cents each. 
At the top of the display are sold 
the more expensive beverage items, 
including decanter sets, beverage 
sets, and other related lines. All of 
these glass numbers are within easy 
reach. ° 


glasses. 


; ma 


a» 
ine 


Using both mass and sample displays in this section helps the company impress people 
with the fact that it has tumblers and cocktail glasses to meet practically all needs. 
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Soot and scale in chimney, furnace and flue mean heat loss! Today every American 
family is conscious of plugging up every gap that wastes heat. 

CHIMNEY SWEEP soot remover is your opportunity to cash in on this nation-wide 
fuel saving program. For CHIMNEY SWEEP quickly removes soot and scale that cause 
heat loss—helps restore heating plants to peak efficiency. It saves fuel—saves heat 
—saves money! 


Supply Plentiful! 


You can still get enough CHIMNEY SWEEP to supply the demand which is rolling up 
for this remarkable product. But for the sake of your own business, your own profit, 
stock up at once! Stock up while you can be sure of prompt delivery. 

Every customer you have needs heat. Every customer needs CHIMNEY SWEEP. 
Don't confuse CHIMNEY SWEEP, a nationally-known, nationally-distributed product with 


| HERE'S WAY 10 CASH 
ON FUEL RATIONING! 


Sensational New Product Everybody Needs 
Everybody Wants ... At a Profit To You! 











local makeshifts pretending to be “‘like’’ CHIMNEY SWEEP. 
It has been tried and tested by actual use. It means happy 
customers—satisfied customers, custemers who repeat. And 
CHIMNEY SWEEP is not only a rapid seller, it is a repeat 
seller. Used every week or ten days, it keeps heating equip- 
ment free from fuel wasting deposits. Based on a scientifi- 
cally sound formula, it is widely used by America's largest 


industrial plants. 
Order Today! 

Don't wait to get in on this war-time ‘‘gold rush"! People 
from coast to coast are already buying CHIMNEY SWEEP 
like hotcakes! So order right away. Call your jobber or 
write us direct! 





G. N. COUGHLAN CO. 


Makers of famous EASY-AID QUALITY KITCHEN TOOLS and BEAN-X BEAN SLICER 


JANUARY 7, 1943 



















Ching MO0ER An 
wers ron, pay 


t® YOU ARE NOT YET SELLING CHIMNEY SWEEP, this spectacular 
Deal gets you started at a small cash investment. Don't weit 
for your Jobber's Salesman to come around. TELEPHONE YOUR 
JOBBER TODAY. Practically every important jobber in the coun- 
try handles CHIMNEY SWEEP. If for some reason yours does nol, 
write direct to us today and we will see that you are supplied. 


Here is what you get: ‘ 

1, 1 doz. Trial Size 12 oz. Cans—Retail Value $3.48 

2. 1/2 doz. Standard Size 48 oz. Cans—Retail Value 6.00 
Total Value $9.48 


3. FREE Window Streamers, Counter Display Cards and Circulars 


YOUR PRICE ONLY 5 69 


Reorders from open stock packed as follows: 
48 oz. Cans packed 1 doz. to Carton 
12 oz. Cans packed 2 doz. to Carton 


What Chimney Sweep Does: 


Cleans soot and scale from firebox to chimney top. 
Saves fuel—gives more heat for less money. 
Safe—non-inflammable—non-explosive. 

Regular use prevents chimney fires. 

Anyone can use it—simple and easy. 

Efficient for coal, oil and gas furnaces. 

A proved volume-seller nation-wide. 


ORANGE, N. J. 
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The dinnerware sets Gre ditional heig 


of wire racks gives 


Sell Over 60 Sets of Dinnerware a Year 


a with solid 


color dinnerware, which was sold 
by the individual piece, Getz 
Bros., in Kent, Ohio, found that 
the line went so well that moder- 
ately priced open stock dinner- 
ware sets were added to the store’s 
stocks. Now, with more than four 
years’ experience in the handling 
of these lines, the store sells an- 
nually more than 60 dinnerware 
se's priced from $9.95 to $32.50 
in this town of 10,000. All of these 
are open stock patterns and are 
sold only in sets. 

Following good merchandising 
practice, the dinnerware display, 
although always in a good loca- 
tion, is moved from time to time 
in order to lend variety to the ap- 
pearance of the display room and 
to help traffic circulation. In the 
spring when bridal showers are 
rather frequent the department 
has its most prominent location 
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more toward the front of the store. 
Shown on this page are two of 
the 7-ft. tables used during the 
1942 Christmas season. These 
were used in front of the store’s 
holiday toy displays so that both 
juvenile and adult gift lines were 
in view of all seeking either type 
of merchandise. With the ex- 
ception of some glassware items, 
these two table tops were entirely 
devoted to dinnerware sets. 
Displays like these help the 
store sell from 50 to 75 complete 
dinnerware sets each year priced 
from $9.95 for 35 pieces. These 
are offered in four different 
patterns. There are also four 
patterns in 54-piece sets, which are 


offered at $15.95. About a dozen 
$32.50 sets are sold each year, 
these being 54-piece sets. 

Harold Bluestone, one of the 
proprietors of the store, says, “We 
started, about four or five years 
ago, with a stock of solid color 
dinnerware and added other pieces 
because the line went over so well. 
Bride receive this ware at showers 
and later come to buy additional 
plates, etc. The complete sets of 
dinnerware are more often bought 
by older married couples. These 
couples buy them so that there 
won't be family disturbances as 
the result of breakage of better 
grade dinnerware from their best 
sets.” 
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Early February-Party Goods 
and Poultry Supplies 
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FEBRUARY HOLIDAY 
WINDOW 


MERCHANDISE: Coffee 
makers, pots and urns, cookie 
jars, pitchers, water glasses. 
bread trimmer and dishes, 
creamers, sugar bowls, salt 
and pepper shakers, watile 
iron, batter pitchers, syrup 
pitchers, glass baking dishes. 
casseroles, sets of bowls, glass 
pie plates, custard cups. jam 
jars, decorated trays, paper 
napkins. 


BACKGROUND: Center panel 
of white corrugated material 
or wallboard. Side panels of 
red, white and blue material. 
Lettering on center panel in 
dark blue. Red shields and 
heart with dark blue lettering. 





POULTRY SUPPLIES 
WINDOW 


MERCHANDISE: Brooder 
stoves with covers, poultry 
fence and netting, roll roofing. 
chick and poultry feeds, rolls 
of glass cloth and fabric. 
chick feeders, water foun- 
tains, glass jar fountains, leg 
bands, thermo wafers for 
brooder stoves and incubators, 
brooder thermometers, brood- 
er stove pipes. 


BACKGROUND: Center 
panel of yellow corrugated 
material or painted wallboard. 
Side panels of green material. 
Dark green lettering on center 


panel. 
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Mr. Hoblin 





fo cover 
wallpaper 
and 
beat competition 
at a profit 


DEHYDRAY 


"The dehydrated flat wall paint” 
CAN MAKE MONEY FOR YOU, TOO 





Dehydray is the last word in water paints. It covers even wall paper in one coat. Dehydray is a revolutionary 
development of the famous Devoe laboratories. Because it is completely dehydrated neither you nor your 
customers have to pay paint prices for the water that comes in paste paints. You sell it for $1.48 per “gallon” 


and make a generous profit for yourself. At the same time you get a satisfied repeat customer. 

Hardware and paint dealers all over the country are enthusiastic about this new, fast-selling Dehydray. 
Take a tip from the experience of Mr. Harry P. Hoblin, of 94 Kraft Street, Bronxville, N. Y., who writes: 
“Dehydray not only meets my customers’ demands for water paint, but its easy mixing, 


amazing hiding qualities and attractive colors bring them back for more when they see what 
it does for one room. 


FIVE-POUND PACKAGE 
MAKES 
foe i amaneleiiemacy. Vame}, | 


“With resin emulsion paints selling at $2.50 and over, Dehydray’s price of $1.48 puts me 
‘way ahead of competition. And because Devoe doesn’t sell all the other retail outlets in my 


neighborhood, this new source of profits is something | can really cash in on.”’ RETAILS 4 
| a 8 


Get your share of the new sales and profits that Dehydray in its attractive non-critical carton is ar $ 
making for dealers who stock and display this modern paint. J 


For complete information tear out and mail 
this coupon today. L COUr ee | DEVOE & RAYNOLDS CO.,INC., 44th St. at lst Ave., N. Y. C. 
D r V O t & Please send me complete information on Dehydray — the new dehydrated flat wall paint. 
HDY.-7 


NAME 


RAYNOLDS __ {xs 


44th St. at Ist Ave., New York, N. Y. ad STATE 
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DAMAGED GOODS have been 
exempted from price control by OPA 
when they are sold by insurance com- 
panies, transportation companies and 
agents of the United States Govern- 
ment. This action was taken in Amend- 
ment No. 46 to Supplementary Regula- 
tion No. 1 of the General Maximum 
Price Regulation, effective Dec. 21. Pre- 
viously the exemptions had been granted 
to persons engaged in reconditioning 
and selling damaged commodities re- 
ceived from insurance companies, trans- 
portation companies and agents of the 
Government. 

Before adoption of the amendment, 
railroads which wished to sell sal- 
vaged goods themselves were forced 
to resort to salvage handlers in order 
to avoid ascertaining applicable maxi- 
mum prices for each article. 

x *&* * 


H. L. GEORGE, Portland, Ore., 
has been named senior consultant on 
problems relating to hardware distrib- 
uters to the WPB Distributers Division. 
He succeeds Lewis Herndon, vice-presi- 
dent, Belknap Hardware Co., Louisville, 
Ky., who has filled the post for over 
a year. Mr. George has been associated 
with Marshall-Wells Co. hardware dis- 
tributers in its Portland, Ore., branch 
for the last 29 years, where he was 
merchandise supervisor. 

x * * 


WPB HAS AMENDED General 
Preference Order E-2-b which permits 
a purchaser to obtain preferential de- 
livery of certain special cutting tools 
up to the lowest quantity that can be 
efficiently produced by the manufac- 
turer. The amendment changes the 
former restriction which limited the 
purchaser to three sets of speciai cut- 
ting tools and provides that the pur- 
chaser may not accept deliveries of the 
“producers’ minimum practicable man- 
ufacturing quantity.” Where the quan- 
tity is less than three sets of special 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


x * * 


tools, the purchase may be extended 
to this amount. In no event, however, 
can the purchaser obtain more than a 
90-day inventory. 

A provision was also made for free- 
ing purchasers of cutting tools from 
the necessity of filling an endorsement, 
where they are delivered with a larger 
machine to make it usable and. are ac- 
quired under an authorized purchase 
order. Another provis'on makes hard 
alloy blanks or tips subject to the pro- 
visions of the original order, whether 
or not attached to a tool shank. 

x * * 

PRODUCTION of portable electric 
lamps and shades containing critical 
materials has been prohibited by WPB. 
The restriction on lamps, including such 
types as floor, table and bridge lamps, 
etc., became effective Dec. 10. Wire 
frames for lamp shades made of phe- 
nolic plastics, iron or steel which are 
already in manufacturers’ inventories 
can be used until Jan. 1, 1943, when 
production of wire-frame shades will be 
completely stopped. 

Excepted from the order, L-33 as 
amended, are lamps and shades pro- 
duced for the Army, Navy, Maritime 
Commission and War Shipping Admin- 
istration. However, restrictions on the 
use of critical materials used in pro- 
duction of such lamps and shades also 
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are imposed. Production of lamps and 
shades had been limited to 60 per cent 
of 1940 output, but in effect manufac- 
ture of these products had been prac- 
tically stopped due to inability of pro- 
ducers to get and use copper wire and 
other materials. 
x wk * 


THE WPB OFFICE OF CI- 
VILIAN SUPPLY announced Dec. 14 
that it had completed arrangements 
with the Army for the release of ap- 
proximately 100,000 coal-burning stoves 
for delivery to the colder parts of the 
fuel-rationed areas. This is in addition 
to some 300,000 stoves to be made avail- 
able to civilians from increased stove 
production provided for in a recent 
amendment to L-23-c granting higher 
priority ratings to stove manufacturers. 

Approximately 15,000 of the Army- 
released stoves are already in process 
of shipment and the remaining 85,000 
will come off the production lines dur- 
ing December. These stoves will be re- 
placed from later deliveries. Civilian 
Supply has directed the OPA to ration 
the Army-released stoves so that they 
will get into the hands of people who 
need them most and who will replace 
their present oil-burning equipment. 


xk * 


DECREASED SUPPLIES OF 
SHELLAC for bleaching and _possi- 
bility of interchanging different grades 
of lac were discussed at a recent Wash- 
ington meeting of the Shellac Industry 
Advisory Committee of the WPB Pro- 
tective Coatings Section, Chemicals Di- 
vision. The committee replaces the sub- 
committee appointed more than a year 
ago. Reduction of importations from 
India of seedlac for bleaching has 
caused a serious shortage in supplies 
on hand for shellac bleachers in the 
United States. 

Members considered the possibility 
of interchanging the more than 20 dif- 
ferent Calcutta gradings of shellae fer 
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Thousands of wire mill products are required for 
planes, tanks, guns, ships and soldiers—just a few 
of which are illustrated. 
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WIRE 


Thousands of U. S. Army tanks are being 
speedily assembled to attack the enemy. 
Built into every one of these tanks are a 
great many items of wire mill production 

. welding rods, rivets, bolts, washers, light 
guards, controls, for instance. 


This is just one stream of material to support 
our fighting forces. Many others also make a 
“first draft’? on Keystone’s production. 


Along with this great “Victory FIRST” pro- 
gram, Governmental and industry planners 
have not lost sight of the serious farm need 
for essentials like RED BRAND Fence and 
other Keystone wire products. It is hoped 
that some steel can be spared—soon—to 
help fill that “‘food factory”’ need. 


KEYSTONE STEEL & WIRE CO., PEORIA, ILL. 


Fence Users will continue to 
“Look for the Top Wire Painted RED” 


JRED BRAND FENCE 


This Package of PFury ” 
Requires Lotse of 


MILL PRODUCTS 


i 









different end uses. The need for 
bleached and dewaxed shellac in the 
war effort was stressed. Members also 
discussed the possibility of a revision 
»f Order M-106 in order to include seed- 
fac and bleached shellac under its 
terms. 

Members of the new Shellac Indus- 
ery Advisory Committee are: 

M. A. Rosen, Mantrose Corp., Brook- 
lyn; P. N. Rowe, P. N. Rowe Co., New 
York; Rudolph Zinsser, William Zins- 
ver Co., New York; R. Y. Bradshaw, 
Bradshaw-Praeger Co., Chicago; Louis 
Gillespie, Gillespie - Rogers - Pratt Co., 
New York; R. W. McClintock, Mac-Lac 
o.. New York; Harry C. Smith, South- 
erm Shellac Mfg. Co., Memphis, Tenn., 
and Henry E. Price, Colony Import & 
Export Co., New York. 


x *«* * 
THE RESIGNATION of Price Ad- 


ministrator Leon Henderson, directly 
attributed to the hostility of the Farm 
Bloc in Congress, has let loose a flood- 
gate of speculation with respect to the 
gossibility of a shakeup in OPA’s price 
golicy. The prevaling answer is that 
there may be some relaxation and 
simplification in the structure. This is 
based on the commonly accepted 
premise that Senator Prentiss M. Brown 
of Michigan, defeated for reelection, 
will be named soon after the new Con- 
gress convenes on Jan. 7 as Henderson’s 
successor. 

Senator Brown who steered price 
legislation through the Senate for the 
administration, is said to think that the 
OPA price machinery is too complex 
and that fixing prices for non-essentials 
and luxuries, “does not make sense.” 
Hence he is represented as feeling that 
the sprawling OPA, with its Army of 
41,000 employees, needs an overhauling. 
This overhauling, it is reported, will be 
in the nature of simplification achieved 
in part by knocking out some forms of 
control and turning in its stead to volun- 
tary cooperation by the public. Whether 
this proves to be true, doubt exists that 
there will be any general letup in price 
fixing, other than for so-called non- 
essentials and luxuries. 

This would mean that leather, foot- 
wear, hardware and a multiplicity of 
other items would continue under 
wholesale and retail price control. Yet 
there is a belief that this control will 
be made less rigid than at present on 
the basis that OPA, despite the good 
overall job done by Henderson, has 
found it really impossible actually to 
control the prices of an endless number 
of items in the retail and wholesale 
fields. It would be a mistake, however, 
to give undue credence to the specula- 
tion of any wide easing up in price 
control. 

xk 


IN REALITY, as distasteful as is 
price control, it is, of course, within 
limitations, an actual necessity in time 
of war. For this reason there is some 
apprehension that the Farm Bloc, angry 
because Henderson wouldn’t yield to 
its demand for extremely high farm 
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prices, will seek to enforce them upon 
the new administrator. Since this 
would set up a rising spiral, concern is 
shown lest it would break the whole 
price structure down and set in a 
rapid inflationary movement. 

This will be a problem for Brown. 
Yet he conceivably can patch up a 
peace with Congress without too great 
a sacrifice. His selection will be made 
to that end for Henderson unfortu- 
nately rubbed Congress the wrong way 
on more than one occasion and many 
of his friends think it was needlessly 
done. Henderson, robust and forth- 
right, however, has admitted that he has 
a low-boiling point. The trouble is that 
Congress too has a low-boiling point 
if it gets the idea that it is being 
roughed up. It felt that way with re- 
gard to Henderson. And since Con- 
gress has the power of the purse it can 
simply close down a bureau or put its 
head out of business by curtailing or 
entirely shutting off appropriations. 

It already had slashed OPA’s appro- 
priations for the current fiscal year to 
$120,000,000, much below what Hen- 
derson had asked. The upshot is that 
the bureau is almost broke. It will 
have to ask for a supplemental appro- 
priation soon, perhaps in February. 
Henderson probably would not get it. 
Hence, the administration had to yield 
to the Farm Bloc who asked for his 
scalp. 

Since he is leaving an almost poverty- 
stricken bureau to his successor the 
latter will have to make a hat-in-hand 
approach to Congress for more money, 
ready to trade Farm price concessions 
and what is pleasing, perhaps ready to 
simplify the ponderous bureau and relax 
control where it is a hindrance rather 
than a help to the war effort. 

kk 

THE DEFENSE PLANT CORP. 
has been given the same status as other 
war procurement agencies in OPA Ser- 
vices Regulation. Amendment 14 to 
Maximum Price Regulation No. 165 as 
amended, effective Dec. 24, adds the 
corporation’s name to the list of agencies 
for which special pricing rules are 
made in case of developmental con- 
tracts and subcontracts, secret contracts 
and emergency purchases. 


xk 


TO HELP MEET THE IMME- 
DIATE NEED for auxiliary heating 
devices in fuel oil rationed areas, espe- 
cially in the New England states, pro- 
duction of fireplace grates will be per- 
mitted during the period from Dec. 21, 
1942, to Jan. 6, 1943, WPB has ordered. 
All such production had been sus- 
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pended under Orders M-126 and L-30-d. 
Only scrap material may be used and 
the grates produced can weigh no more 
than 30 Ib. each, it is specified. 
Manufacturers of coal grates have 
been requested to submit to the WPB 
Appeals Board estimates of the number 
of grates to be made as a result of the 
interim amendments. Since fireplace 
grates are not rationed, manufacturers 
have been asked by WPB to promote 
equitable distribution of these products 
to bring relief where it is most needed. 


x * * 
PRESENT PROVISIONS J that 


certain types of construction, necessary 
to the conversion or substitution of 
heating equipment to permit use of fuel 
other than oil, electricity and gas, may 
be undertaken without specific authori- 
zation, were extended Dec. 21 by WPB 
to Jan. 1, 1944. Formerly the deadline 
was Jan. 1, 1943. The extension was 
included in a supplement to Construc- 
tion Conservation Order L-41-b which 
alo provides that the order will not 
apply to construction begun prior to 
Jan. 1, 1944, which -is necessary to the 
installation or application in buildings 
or certain materials and equipment. 

The materials and equipment include 
insulation materials, air cell pipe cover- 
ings, weather stripping and storm win- 
dows and doors. It was provided, how- 
ever, that no rubber or metal other than 
fastenings, may be used in such instal- 
lations or applications. 


xk k* 
IN LOCALITIES where rationing 


of coal and oil heating stoves will be 
effective, preference ratings and limita- 
tion orders of WPB will cease to be 
applicable to sales and deliveries of 
such equipment to persons who are 
eligible to buy stoves on OPA rationing 
certificates, WPB has announced. For 
the purpose of establishing conformity 
between preference rating regulations 
or limitation orders of WPB and the 
newly announced stove rationing pro- 
gram of OPA, two WPB orders have 
been amended. 

Order L-79 as amended provides that 
no person may sell or deliver to an ulti- 
mate consumer any plumbing or heat- 
ing equipment the transfer of which is 
subject to a ration order issued by 
OPA. Revizion of L-79 also revokes 
sub-paragraph (b) (6) which enabled 
a purchaser to obtain plumbing and 
heating equipment upon filing a signed 
statement certifying that the item was 
necessary for the installation of spe- 
cifically listed farm machinery and 
equipment. 

Preference rating Order P-84 as 
amended brings that order into con- 
formity with the OPA rationing pro- 
gram by insertion of sub-paragraph (e) 
(1) (ii) as follows: 

“No installer or supplier may apply 
the rating hereby assigned to obtain 
any material the transfer of which is 
subject to a ration order of the Office 
of Price Administration.” 
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FOR OUR ARMED FORCES 


INDUSTRIAL AMERICA HAS PLEDGED 
ALL-OUT AND EVER-INCREASING PRODUCTION 
FOR OUR ARMED FORCES 
—THAT THEY MAY QUICKEN THE DAY OF VICTORY 
—THAT THEY HAY RETURN IN SAFETY 
—AND THAT THE WORLD MAY BE ASSURED 


OF A LASTING PEACE 
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Vast Post-War Consumer 
Demand Forecast by Survey 


of U.S. Chamber of Commerce 


A vast, immediate post-war con- 
sumer demand ranging from 2.- 
100,000 automobiles to 900,000 
electric irons—and a_ personal 
savings program to help finance 
it—is disclosed by a nation-wide 
survey of family needs within the 
first six months after the end of 
hostilities. 


These and scores of other defi- | 


nite indications 
scientific sampling of estimated 
needs of thousands of families 
throughout the United States, ob- 
tained by personal interviews for 
the Chamber of Commerce of the 
United States. 


The Chamber consumer survey, 


came 


now completed, shows that there | 


will be a demand for 1,500,000 
mechanical refrigerators, 1,200,- 
000 washing machines, 1,200,000 
radios and 600,000 sewing ma- 
chines. More than 1,200,000 fami- 
lies will want to buy living room 
furniture, bedroom furniture or 
rugs, carpets and linoleum. 
About 3.4 out of every 10 home 
owners would make repairs and 
improvements in their homes 
within six months after the war, 
with 17 per cent planning to paint 
the outside; 7 per cent expecting 
to put on a new roof, and 6 per 
cent hoping to redecorate the in- 


terior. Six out of every 10 farmers | 


who own their own farms would 
do these things in the first six 
months: build or repair new out- 


buildings, barns, fences, tenant | 


houses. 

Eric A. Johnston, Chamber 
president, said that while the first 
job of business is to win the war 
as quickly as possible, “we must 
not overlook the fact that when 
peace comes we shall have to 
turn to the every-day task of sup- 
plying the nation’s accumulated 
wants and in doing so furnish 
jobs for the millions who will be 
released from the armed services 
and from war production.” 

“The nation-wide survey,” Mr. 


| 
from a} 


to date currently, to furnish gov- 
ernment and industry with facts 
on post-war consumer needs and 


gether with the time and require- 
ments for reconversion of indus- 
try to meet 


the demands of a 


| renewal of peace-time produc- 
| tion.” 
“The survey is divided into 


consumer research 
| . . . 

| and specific industrial research. 
| The post-war 
; : 
analysis will be 


two phases 


translated into 
terms of raw materials, plant ca- 
pacity, machine tools, and labor 
required to meet the demands of 
‘ onsumers.” 

To finance consumer-planned 
| purchases, 56 per cent of the 
| families said they were able to 
| save at the present time—29 per 
|cent are laying away 8 per cent 
| or more of their monthly income 
| and 35 per cent are planning to 
have an accumulated annual sav- 
ing of 10 per cent or more. Fifty- 
nine per cent of the families are 
putting money into war 
and stamps; 50 per cent are using 
life insurance; 16 per cent savings 
accounts; 16 per cent are paying 
off mortgages and 10 per cent are 





savings or investments. Nineteen 
per cent are saving for a specific 
post-war purchase. 

| “Despite the evidence that 
many people intend to make ex- 
tensive major purchases immedi- 
ately after the war, most people 


| are not—on the basis of present 
| saving—counting on buying these 
things for cash,” the Chamber 


said it has found. “The Ameri- 
can habit of installment buying 
will continue to be a major fac- 
tor in large consumer purchases.” 

About half of the present con- 
sumers think there will be plenty 
of jobs, while 38 per cent be- 
| lieve there will be serious unem- 
| ployment. Seventeen per cent be- 
lieve that the country’s factories 





Johnston said, “will be kept up | will be able to supply people with 
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channeling their funds into other | 





potential purchasing power, to- | 


consumer market | 


| 
| 
| 
| 





bonds | 








all the things they want to buy 
within six months after the war, 
but the rest believe it will take 
more time. 

The careful sampling of the 
nation’s families, and families 
alone, indicates that nine hun- 
dred thousand families intend to 


build or buy a new house within | 


six months after the war is over: 

Thirty-three per cent would pay 
$3,000 for the house. 

Twenty-six per cent would pay 
$3,000 to $5,000 for the house. 

Twenty-four per cent would pay 
$5,000 to $10,000 for the house. 

Seven per cent would pay more 
than $10,000. 

Ten per cent are uncertain what 
they would pay. 

In all, an expenditure of about 
$5,000,000,000 is indicated. 

On the question of consumer 
post-war purchasing power, 30 
per cent of the families inter- 
viewed said they were better off 
than before the war; 27 per cent 
said they were worse off than 
before the war; and, 43 per cent 
saw no change. 

But 37 per cent of the families 
said they had more money to 
spend for things other than food, 
shelter, and clothes than they had 
two or three years ago; 34 per 
cent said they had less money to 
spend; and, 29 per cent said they 
had about the same. 


PROMOTIONS MADE BY 
PEDEN IRON & STEEL 


E. D. Peden, vice-president and 
general manager, Peden Iron & 
Steel Co., Houston, Tex., whole- 
sale hardware distributors, who 
is executive head of the business 


during the absence of John L. | 
Peebles in the Navy, has an- | 


nounced the following promo- 
tions. Hollis E. Colemere has 
been elected to fill the vacancy 
created by the loss of B. E. Tay- 
lor, vice-president, who passed 
away recently. Malcolm Oliver 
has been made vice-president and 
transferred to the sales depart- 
ment. Ed Williams has been ap- 
pointed assistant general sales 
manager and will succeed Mr. 
Oliver as general purchasing 
agent. S. K. Shane has been 
made manager of the marine de- 
partment. 
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G. E. TRANSFERS WARREN 
TO BUFFALO DIV. 
Transfer of Dean M. Warren, 
in charge of technical publicity 
at General Electric’s Nela Park, 





DEAN M. 


WARREN 


Cleveland, Ohio, to Empire Di- 
vision of the firm’s lamp depart- 
ment at Buffalo, N. Y., was an- 
nounced recently at Nela Park 
headquarters. Mr. Warren will 
devote full time to wartime light- 
ing of industries in the Buffalo 
area. 

He began his business career 
in survey work for the construc- 
tion division of the Pennsylvania 
Highway Department. He joined 
the lamp works of General Elec- 
tric in 1926 at Youngstown, Ohio. 
In the firm’s factory there he de- 
voted his time to production and 
quality engineering work. He 
transferred to G. E. lamp depart- 
ment headquarters at Nela Park 
in 1928 where he specialized in 
illuminating engineering. 


OWNERSHIP OF CORY 
TRANSFERRED 


On Dec. 1, 1942, ownership of 
Cory Glass Coffee Brewer Co., 
Chicago, IIl., was transferred 
from Harvey Cory to J. W. Als- 
dorf, who has for the past seven 
years handled all export selling 
of Cory Brewers. According to 
Mr. Alsdorf the same policies 
will continue and the organiza- 
tion will remain the same, with 
H. G. Blakeslee as general man- 
ager and FE. H. Sager, sales man- 
ager. 
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Army-Navy “E” Award | 
Presented to Disston. 


Henry Disston & Sons, Inc.,| sion of the factory for the hoist- 


Philadelphia, Pa., whose steel ing of the pennant to the top of | 


products have served the United 
States in four wars, recently re- 
ceived the Army-Navy “E” award 
for efficiency in war production. 
The presentation of the award 
was made by Col. D. N. Hause- 
man, Chief of the Philadelphia 
Ordnance District, at the cere- 
monies held at the company’s 
plant, Milnor and Unruh Sts., 
Philadelphia. “The 103-year-old 
veteran has gone to war again,” 
said S. Horace Disston, president, 
in accepting the award. 
Thousands of employees and 
guests gathered in the new divi- 


S. Horace Disston, president of Henry Disston & Sons, Inc., 
speaking at the ceremonies of the Army-Navy “E” award to the 
company for efficiency in war production. 
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the flagpole before the speaker’s 
stand. Lapel pins were presented 
to representatives of the em- | 
ployees by Lt. Commaniler J. L. | 
Tinney, Public Relations Officer 
of the Fourth Naval District. 
Among those receiving the pins 
was George Metzger, a Disston 
employee for 72 years. Lowell | 
Thomas, radio commentator, was | 
Other 


speakers included Hugh Green, | 


master of ceremonies. 
president of the plant local of | 
the United Saw, File and Steel 


Products Workers and Acting 


Mayor Samuel. 








LLOYD F. COLLISTER 


LUCAS NAMES COLLISTER 
VICE-PRES.-GEN. MGR. 


John Lucas & Co., Inc., Phila- | 


delphia, Pa., recently announced 
the appointment of Lloyd F. Col- 
lister as vice-president and gen- 
eral manager. 

Mr. Collister is well known to 


the hardware and paint indust- | 


tries, having been associated with 
the Sherwin-Williams Co., Cleve- 


land, Ohio, for 37 years. He was | 


general manager of trade sales 
for Sherwin-Williams at Cleve- 
land, for the past 20 years, hav- 
ing previously served as sales 
manager at San Francisco. 

Mr. Collister is a member of 
the Cleveland Paint Club and 
also is active in the National 
Paint, Varnish and Lacquer Asso- 
ciation. He intends to continue 
his membership through _ the 
Philadelphia Chapters. 


McGUINNESS VICE-PRES. 
OF ELASTIC STOP NUT 


W. F. McGuinness, secretary- 
treasurer of the Elastic Stop Nut 
Corp., Union, N. J., manufac- 
turers of self-locking nuts, has 
been elected vice-president of the 
company, according to an an- 
nouncement by William T. Hed- 
lund, president. He will con- 
tinue to serve as treasurer. 

Mr. McGuinness has been with 
the corporation since its organi- 
zation in 1934 and prior to that 
time had been an executive of 
the American Gas Accumulator 
Corp. 


| Osborn 
| Ohio, for the last 32 years, has 
| been named sales service man- 


| land 


RIDDICK PROMOTED 
BY OSBORN MFG. CO. 


Henry T. Riddick, with The 
Mfg. Co., Cleveland, 


ager of the company’s brush di- 


| vision. He will continue to serve 
|as credit manager, which office 


he has held for many years. In 
his new duties he replaces L. J. 
Bechhold, who recently resigned. 

Active in the affairs of Cleve- 


credit men, Mr. Riddick 


| 


| 





HENRY T. RIDDICK 


served as president of the Cleve- 
land Credit Men’s Association 
two years ago. 


BICYCLE INSTITUTE TO 
MEET JAN. 21, 1943 


The annual meeting of the 
Bicycle Institute of America, 
Inc., formerly the Cycle Trades 
of America, Inc., will be held 
Thursday, Jan. 21, 1943, at the 
Hotel Commodore. Affiliated or- 
ganizations which will meet at 
the same time are the Bicycle 
Manufacturers Association of 
America; Cycle Parts & Acces- 
sories Association and the Cycle 
Jobbers Association. Neely 
Powers, president, The Colson 
Corp., Elyria, Ohio, is president 
of the Bicycle Institute of 
America, Inc., and Miss Cecile 
Meehan, 122 E. 42nd St., New 
York City, is secretary of the 
association. 
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Globe American Corp. 


Now Producing 


20 All-Steel Lifeboats Per Day 


The factory of the Globe 
American Corp., Kokomo, Ind., 
that formerly produced the Dutch 
Oven Kitchen Range is now filled 
with row upon row of big all- 
steel lifeboats in the process of 
construction. 

The interesting feature of this | 
operation is in the application of 
mass production methods to life- | 
boat manufacture. A 650 ft. | 
motorized assembly line moving | 
at 32 ft. per hour holds 39 life- 
boats in the process of assembly 
at any one time. The boats are | 
22 ft. long and weigh a ton and | 
a half with capacity for 31 per- 
sons. Every other boat is| 
equipped with a motor and can 
be used to tow the boats not so 
equipped. 

“When we first started build- | 
ing these boats in December of 
last year,” says Alden P. Ches- | 
ter, vice-president and general 
manager, “we were fortunate if 
we turned out two a day. That 
is nothing to be wondered at 
when you consider that most of | 
our men, living here in Kokome, | 
Ind., a thousand miles from sea, | 
had never seen a lifeboat. Today 
we are turning out one every 48 | 
minutes and 20 completely | 
equipped boats every day.” 

Mr. Chester pointed out that | 
the equipment in these lifeboats 
had undergone something of an 
evolution in the past year. Where 
these boats were first equipped 
with but one quart of water, they 
now have 11 quarts per person. 
The emergency rations have also 
changed. Scientifically prepared 
dehydrated foods of known cal- 
oric and vitamin content have 
replaced the hardtack and con- 
densed milk that once were used. 
All boats are shipped complete 
with all the latest equipment re- 
quired for emergency use includ- 
ing mast and sails, signal flags, 
oars, compass, first aid equip- 














ment and innumerable other sup- 
plies all stowed in watertight 
compartments or lashed in place 


| Cleveland, Ohio; Meyer Paper, 
| Lewis Bolt & Nut Co., Minne- 
| apolis, Minn.; H. E. Smith, Vul- 
| can Rivet & Bolt Corporation, 
| Birmingham, Ala.; R. J. Whelan, 
| Ohio Nut & Bolt Co., Berea, 
| Ohio. 


to prevent their loss in event the | 


boat is capsized. 


The lifeboat built by Globe 


American was originally designed 
by its engineers and was ac- 
cepted as standard by the Mari- 
time Commission, according to 
Mr. Chester. It embodied sev- 
eral innovations in lifeboat con- 


| struction such as new simultane- 


ous release mechanism and grab 
rails on the bottom for use in 
righting in the event the boat is 
overturned. The entire construc- 
tion is unique, in that it is prac- 
tically all-steel and non-sinkable. 

Last August, the Globe Amer- 
ican Corp. was awarded the 
Maritime Commission “M” pen- 
nant as a reward for outstanding 
ach'evement in developing and 
building these boats for the Lib- 
erty Fleet. 


WPB FORMS TWO NEW 
ADVISORY COMMITTEES 


The formation of two new ad- 
visory committees was recently 
announced by the Division of In- 
dustry Advisory Committees, 


WPB. They are: 


Bolts, Nuts, Rivets 

Philip T. Williams, chief, bolt, 
nut, screw and screw machinery 
production section is the govern- 
ment’s presiding officer. Mem- 
bers of the committee are: R. D. 
Baker, Pittsburgh Screw & Bolt 
Co., Pittsburgh, Pa.; W. R. Bat- 
ty, Standard Nut & Bolt Co., 
Valley Falls, R. I.; C. L. Brack- 
ett, National Machine Products 
Co., Detroit, Mich.; D. B. Ire- 
land, Wolverine Bolt Co., Detroit, 
Mich.; A. M. Jones, Buffalo Bolt 
Co., North Tonawanda, N. Y.; 
J. C. Miller, Bethlehem Steel 
Co., Bethlehem, Pa.; C. F. New- 
pher, National Screw & Mfg. Co., 


Some of the lifeboats produced by the 
Globe American Corp. ready for shipment. 


58 


Woodworking Machinery 


The government’s _ presiding 
officer is Rob B. Peterson, wood- 
working machinery section, gen- 
eral industrial equipment divi- 
sion. Members: R. W. Burns, 
James L. Taylor Mfg. Co., Pough- 
keepsie, N. Y.; J. A. Cary, Wal- 


N. J.; Alvin Haas, Yates Amer- 
ican Machine Co., Beloit, Wis.; 
H. C. Hamlin, Morgan Machine 
Co., Inc., Rochester, N. Y.; R. E. 
Johnson, Mereen-Johnson M2- 
chine Co., Minneapolis, Minn.; 
E. Von Maltitz, The Plycor Co.. 
Chicago, Ill.; E. H. Merritt, Mer- 
ritt Engineering & Sales Co., Inc., 
Lockport, N. Y.; W. B. Turner. 
Turner Machinery Co., San Fran- 
cisco, Calif. 


MASBACK HDWE. CO. 
HOLDS DINNER DANCE 


Over 500 people attended the 
annual dinner dance of the Mas- 
back Hardware Co., wholesale 
hardware distributors of New 
York City, which was held at the 
Hotel Edison on Dec. 19. Among 
those attending were approxi- 


ker-Turner Co., Inc., Plainfield, | 


| mately 75 service men who were 

invited as guests. The company 
also sent a Christmas gift of 
| $25.00 to each of the 35 men 
| who have left its employ to enter 


| the armed forces. 








HIBBARD WAREHOUSE 
LEASED BY ARMY 
Hibbard, Spencer, Bartlett & 


| Co. has leased its 13 story ware- 
inan at 211 N. Water St., Chi- 


cago, Ill., to the Army to be uced 
|for air force warehouse and 
offices. 

C. J. Whipple, president of the 
company, states that the lease 
provides for “progressive occu- 
pancy” and that the space will 
be paid for by the government as 
it is taken over. The wholesale 
hardware concern will vacate as 
fast as the government needs the 
space. The lease, which is for 
the duration of the war and s:x 
months after, provides that the 
government will not take over 
the entire building in less than 
14 months nor more than 17 
months. The company will move 
when the government has need 
for all the space and will an- 
nounce its new location later, Mr. 
Whipple said. 

This lease is one of the larg- 
est ever negotiated in Chicago 
by the United States government. 
The 13-story building contains 
slightly less than one milliop 
square feet of floor space. 











The details of the new Econ- 
omy Order, recently released by 
OPA, will be brought to the at- 
tention of retail merchants, 
through nation-wide clinics, to be 
started immediately after Jan. 1. 
To make sure that all retailers 
have the opportunity to under- 
stand and discuss the order, the 
Retail Trade and Services Divi- 
sion has prepared the “Retailers’ 
Economy for Victory Plan.” This 
will be put into motion at once 
through the cooperation of OPA 
field offices, the Department of 
Commerce, business organiza- 
tions, and the Distributive Edu- 
cational Departments of the vari- 
ous states. 

The “Retailers’ Economy for 
Victory Plan” is designed to re- 
duce operating costs, through the 
elimination of non-essential cus- 
tomer services. It calls for a pro- 
gram of coast-to-coast clinics, 
planned to reach retailers every- 
where. Every OPA field office will 
be drawn into the activity, to- 
gether with Chambers of Com- 
merce, Retail Merchants Associa- 
tions and D'stributive Education- 





Nation-Wide Clinics to Acquaint 
Retailers With New Economy Order 


al Department personnel. Full de- 
tails of the program have been 
sent to the field. 

As this Economy Order is per- 
missive in character, the effective- 
ness of it will be determined by 
the actions of retailers, individu- 
ally and collectively. For this 
reason, it is important that the 
retailers of each community meet 
together, learn the details of the 
order, and in their own way, put 
the program into actual operation. 

A local committee will be se- 
lected immediately, composed of 
men representing each major line 
of business. The committee will 
be called together, through a 
local business organization, and 
after an explanation of the order, 
will make arrangements for a 
clinic to be held sometime early 
in January, for all retailers in 
the community. OPA, in cooper- 
ation with the Department of 
Commerce, will initiate the local 
activities, and upon invitation, 
will supply a capable speaker to 
explain the details of the Econ- 
|omy Order. 
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Refrigerator Service Training Course 


Available 


In order to train thousands of 
new emergency refrigerator ser- | 
vice men to meet the impending | 
manpower shortage crisis with | 
which the refrigeration industry 
is faced, the Kelvinator Division 
of Nash-Kelvinator Corp., De- 
troit, Mich., has compiled a new 
manual. This manual is designed 
to provide dealers with a sim- 
plified means of efficiently train- 
ing the many people who will be 
needed to keep the nation’s re- 
frigerators going for the dura- 
tion. It is entitled “Simplified 
Training Course for Refrigerator 
Service Men” and is being made 
available this month to all hard- 
ware appliance retailers through- 
out the country as Kelvinator’s 
contribution toward stimulating 
the training of new personnel. 

This pocket-sized manual is 
simply written, highly pictorial, 
short and treats in detail 12 
broad subjects covering theory 
as well as service procedure. The 
subjects are: Principles of Re- 
frigeration, Theory of Refrigera- 
tion, Refrigerants and Their 





MORE THAN 150 AT 
BOOSTER XMAS PARTY 


A real Christmas party was en- 
joyed by more than 150 mem- 
bers and guests of the Hardware 
Beosters at the Hotel Abbey, 
New York City, Thursday Eve- 
ning, Dec. 18. Music, professional 
entertainment, gift distribution, 
a turkey dinner and other holi- 
day trimmings added to the joy 
of the Booster’s traditional Christ- 
mas season gathering. Although 


rupted the planned program 
members and guests sat in the 
darkened ballroom and sang a 
variety of songs until the “all 
clear” signal was sounded. A 
Spanish dancer, an _ accordion 
player, a magician and several 
musical features — provided by 





professional talent—enlivened the 
evening’s program. Highlight of 
the entertainment was the sing- 
ing of Gordon Dilworth, New 
Opera Co. 


kin Rule Co., Inc., welcomed 
members and guests and pre- | 
sented A. M. Glueck, manufac- 
uirers’ agent, and immediate | 
past president with a traveling | 
bag in appreciation of his efforts | 
in the previous administration. | 
The very excellent party was 
arranged by the entertainment | 
committee headed by T. J. Crof- | 


President John Hires, the Luf- | 
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to Hardware Dealers 


Characteristics, Compressors, Con- 
densers and Liquid Receivers, 
Float Valves, Expansion Valves, 
Temperature Controls, Motors, 
Installation Procedure, Sealed 
Unit Systems and Household 
Cabinets. 

Kelvinator is also providing a 
thumb-indexed book called 
“Trouble - Shooter’s Guide” to 
help service men quickly diag- 
nose refrigerator troubles. This 
book shows what should be 
looked for first when any given 
symptom is encountered and how 
troubles can be corrected. The 
symptoms are divided into two 
categories, those dealing with the 
cabinet and those dealing with 
the system. 

For those interested in setting 
up classes for the training of 
refrigerator service people, Kel- 
vinator is providing in addition 
a 48-page instructor’s manual. 
This gives material on how 
classes should be conducted as 
well as complete outlines of sug- 
gested lectures to be used in 
classes. 


ton, H. B. Sherman Mfg. Co., as 
vice president of the group. 
Other members of the entertain- 
ment committee are: L. W. Ap- 
pell, manufacturers’ agent; Ho- 
race E. Dale, Oliver Bros., Inc., 
A. C. Flamman, Mellen, Flam- 
man & Simpson; E. W. Law, 
Abrasive Products, Inc., and E. 
R. Schmidt, Star Expansion Bolt 
Co. 

Guests of honor, and the or- 
ganizations they head _ were: 
George Graham, The Collins Co., 
The Nutmeggers; Carl Meister, 
Allen Mfg. Co., The Keystoners; 
S. H. Atkinson, R. J. Atkinson, 
Inc., New York State Retail 
Hardware Association; Le Roy 
Fowler, Franklin Hardware Co., 
Hardware Square, and Merle 
Langel, Osborn Mfg. Co., Hard- 
ware Trade Association of New 


York. 


| CALIFORNIA HDWE. ASS’N 


CHANGES MEETING PLACE 


The California Retail Hardware 
Association has announced that 
because of unforeseen happen- 
ings it has been forced to change 
the place of the 1943 ronvention 
to the Corinthian Room of ths 
Hotel Whitcomb, San Francisco 
Cal. The convention will be held 


Feb. 15-16, 1943. 
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At this, the start of the most important year in 
our country's history, we join with all hard- 
ware merchants in a hope that this year will 
see the end of this, the greatest of all wars * 
A victory for ourselves and our allies © It is 
but repeating a thought to say that our war 
program comes first and with hardware 
merchants and ourselves a very big first * 
So for the duration, Cheney Nail Holding 
Hammers have gone to war * When the end 
of the war frees Cheney Nailers, hardware 
merchants and ourselves will be among the 
first to start building a better world on 
whatever the war leaves us. 








HENRY CHENEY HAMMER CORP. 
Factory: Little Falls, N. Y 
Sales Office: 302 Broadway, N. Y. City 


HERE IS A CHENEY HAMMER 
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N O wonder Phoenix and Juniata shoes have 
been preferred by the trade for over 50 years. 
They're made of special analysis open-hearth 
steel, insuring extra long wear. They're de- 
signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 
punching, creasing and shaping. And they 
are made in every type and size for both mules 
and horses. 


PHOENIX 
Ever Ready 
Horse 
Shoe 


PHOENIX 
Toed and 
Heeled 


JUNIATA 
Short Heel 


~——e ee 





Made in Front and Hind 
in Extra Light, Light, 
and Snow pattern. 








SWEETS 
Toe Calks 
a PHOENIX 
JUNIATA Noiseless Mule 
Light Mule Blunt 








Country Pattern 


b 


Note High 
toner Rim 


— 





PHOENIX 
Noiseless 
Horse 
Shoe 



















Leading jobbers every- 
where distribute Phoenix 
and Juniata horse and 
mule shoes on an es- 
tablished policy through 
regular trade channels. 





Front 
Polo 





Phoenix also manufactures Turned Heel shoes, Sport 
shoes, Hooks and Shuts, Spuds, Drop Forged Welding 
and Slip-On Flanges, Commercial Forgings, and other 
stmilar items. 


PHOENIX MANUFACTURING COMPANY 


Joliet, Illinois, Catasauqua, Pa., 
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Civilian Instractor Positions 
Open in Service Schools 


Under a new announcement 
with completely modified require- 
ments, the Civil Service Com- 
mission is seeking Student and 
Junior Instructors for the Army 


Air Forces Technical Schools 
and Navy Aviation Service 
Schools. Student instructors re- 


ceive $1,620 a year; Junior in- 
structors, $2,000 a year. 

Student instructors will be 
given training in radio operating, 
engineering, airplane mechanics, 
or shop work for a period of from 


| three to six months. Those who 


| successfully complete such train- 
| ing will be promoted to junior 








instructors and assigned to an 
appropriate school. Student in- 
structors can qualify through 
completion of one year’s study in 
a college; through the possession 
of a Civil Aeronautics Adminis- 
tration ground instructor’s cer- 
tificate, airplane mechanic’s or 
airplane engine mechanic’s certifi- 
cate; through one year’s pro- 
gressive technical experience as 
aircraft mechanic, aircraft or au- 
tomobile engine mechanic, sheet 
metal worker, welder, machinist, 
photographer, camera repairman, 


Synthetic Rubber for 


radio operator, radio engineer, or 
radio maintenance and repair- 
man; through completion of tech- 
nical courses (six months) in a 
radio school or a war training 
course in radio work; or through 
the possession of a commercial 
or amateur radio operator’s li- 
cense. Additional training or ex- 
perience is necessary for the 
junior instructor positions. 

No written test is required. Ap- 
plicants’ qualifications will be 
judged from their record of train- 
ing or experience. Applicants 
must have reached their 20th 
birthday, but there is no maxi- 
mum age limit. Qualified persons 
are urged to file their applica- 
tions at once with the Secretary, 
Board of Civil Service Examiners 
at Chanute Field, Rantoul, Il. 
It is useless for persons subject 
to any early draft call to apply. 
Applications will be accepted 
until the needs of the service 
have been met. The forms for 
applying may be obtained at any 
first- or second-class post office 
or from the Civil Service Com- 
; mission, Washington, D. C. 











Tires to Be 


Made by Minnesota Mining & Mfg. Co. 


The Minnesota Mining & Mfg. 
Co., St. Paul, Minn., manufac- 
turers of waterproof sandpaper 
and “Scotch” tapes, will soon be 


making synthetic rubber for 
automobile tires. As a result of 
experiments conducted in_ its 


laboratories, the company has 
been called on to help make 
enough synthetic rubber to pro- 
duce 4,200,000 automobile tires 
and tubes annually. 

Together with four well-known 
tire and rubber concerns, Minne- 
sota Mining and Mfg. Co. and 
its subsidiary, the Inland Rubber 
Corp., Chicago, each year will 
make up to 30,000 long tons, 
more than 60,000,000 pounds, of 
synthetic rubber of the butadiene- 
styrene-copolymer type in a $6,- 
000,000 government-owned plant 
nearing completion in Kentucky. 
The companies have banded to- 
gether and formed the National 
Synthetic Rubber Corp. and will 
pool all their rubber knowledge, 
as well as all knowledge obtained 
during the life of the project. 
Technical staffs will be supplied 
by the various companies. 

General manager of the plant 
will be Dr. B. J. Oakes, produc- 
tion manager, Minnesota Mining 
and Mfg. Company’s waterproof 


sandpaper and resins division. 
The rubber will be allocated by 
the government throughout the 
nation to replace natural rubber 
from sources lost in the war to 
date. 

This is the second time the 
company has been called upon by 
the government to do direct war 
work. The first was a call to 
construct and operate a plant 
adjacent to its roofing granules 
plant at Copley, Ohio, for the 
manufacture of oleum, or 109 
per cent fuming sulphuric acid, 
which is used in the manufacture 
of explosives. Sale of this prod- 
uct is made direct to the U. S. 
Ordnance Department. 





AIR EXPRESS DOUBLED 
FOR 1ST NINE MONTHS 


The weight of shipinents flown 
in air express service by all the 
nation’s commercial airlines dur 
ing the first nine months of this 
year was almost double that car- 
ried in the comparable 1941 
period, the Air Express Division 
of Railway Express Agency, New 
York City, reported recently. A 
total of 15,085,345 Ib. was han- 
dled, compared with 7,927,181 lb. 
in 1941, a gain of 90 per cent. 
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JOHN C. SCHEELER ~ 


John C. Scheeler, 55, president, 
Buffalo Wire Works Co., Inc., 
Buffalo, N. Y., passed away re- 








JOHN C. SCHEELER 


ecently after having been identi- 
fied in an executive capacity for 
40 years. 

Mr. Scheeler started his busi- 
ness career at the age of 14, at 
which time he entered the em- 
ploy of Scheeler’s Sons in the 
-capacity of office boy. At the 
ttime of the incorporation of the 
present company in 1903, he was 
appointed secretary to the presi- 
dent and advertising manager, 
receiving further promotion in 
1909, as a director and secretary 
of the corporation. In 1919 he 
was elected secretary and assis- 
‘tant treasurer and in 1926 was 
elected president, a _ position 
which he held until his death. 

Mr. Scheeler was also vice- 
president of the Buffalo Galvan- 
izing & Tinning Works, Inc., and 
identified with many other busi- 
ness interests. He was a member 
of the Buffalo Chamber of Com- 
merce; Industrial Wire Cloth In- 
stitute and a member of the 
Board of Governors; and the 
American Hot Dip Galvanizers 
Association. 

He is survived by his widow, 
his son, John M. Scheeler, sec- 
retary and director of the com- 
pany, three other sons and a 
daughter. 


OSCAR PRYOR 


Oscar Pryor, 54, factory repre- 
sentative for several of the large 





hardware manufacturing com- 
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panies, died suddenly at his home 
in Marion, Ind. 

Over 30 years ago Mr. Pryor 
began traveling in Indiana for the 
Appleton Mfg. Co., Appleton, 
Wis., and he later represented the 
International Harvester Co., Chi- 
cago, Ill. For the past 15 years 
he had been factory representa- 
tive for the Geyer Mfg. Co., Rock 
Falls; the Ingersoll Steel & Disc 
Div., New Castle, Ind., and the 
Celina Mfg. Co., Celina, Ohio. 

He is survived by his widow 
and one son. 


WILLIAM T. PENNIMAN 


William T. Penniman, 67, vice- 
president and general manager of 
the explosives department of the 
Atlas Powder Co., Wilmington, 
Del., died recently in Beebe Hos- 
pital at Lewes after several 
months’ illness. 

In 1902 Mr. Penniman became 
associated with the du Pont com- 
pany in the accounting depart- 
ment and was transferred to the 
Atlas Powder Co. in 1912 as credit 
manager and auditor. He became 
controller in 1917 and in 1922 
was made vice-president and man- 
aging director of Northern Giant 
Explosives, Ltd., in British Co- 
lumbia. He became president of 
that company in 1923. Mr. Pen- 
niman returned to Wilmington 
and in 1930 was made general 
manager of the explosives depart- 
ment of the Atlas Powder Co. He 
became a director of the company 
in 1930 and vice-president the 
next year. 

He is survived by his widow, 
Mrs. Mary Penniman, a daughter 
and two sons. 


GLENN A. HALL 


Glenn A. Hall, proprietor. 
Gardner & Hall Co., retail hard- 
ware company of Concord, N. H., 
died recently at his home in Bos 
cawen, N. H. Mr. Hall became 
proficient in telegraphy at an 
early age and was first employed 
as a telegrapher at Maquam Bay 
Vt. This was followed with ser 
vices as telegrapher at Danbury, 
Franklin and Boscawer, where he 
served for 45 years. He was also 
town clerk for 10 years and served 
as Justice of the Municipal Court 
for several years. Mr. Hall entered 
the hardware business as pro- 
prietor of the Gardner & Hall Co. 
several years ago. 

Surviving is his widow, Mrs. 


Elizabeth Hall. 







































A WICK 
YOU CAN 
BUY 


and ‘sell! 


CTORY 


WICK 
FOR OIL-BURNING WICKLESS STOVES 


Victory Wick is the answer to the difficult situation caused 
by rapidly dwindling supplies of woven wicks. 


Although it is offered as a substitute, VICTORY Asbestos 
Paper WICK lights quickly and produces a good flame— 
with reasonable care will deliver satisfactory service for a 
long time. 


The superior qualities of woven wicks such as FLAMEMASTER 
and GLASWIK have made them the most popular types dur- 
ing recent years but asbestos paper wicking is still widely 
used. Never, however, has it been offered in conveniently 
packaged 5!/, foot lengths. With the four sizes of Victory 
Wick you can fit any standard stove, and eliminate the 
necessity for tremendous stocks. 





Here is a timely product enabling you to cash in on sales 
that would otherwise be lost as a result of a shortage of 
woven wicks. . 


The wick season is now in full stride. Don't be caught with 
empty shelves—send in your order for Victory Wicks today. 


ATTRACTIVE 3-COLOR PACKAGE 


52 foot rolls in each box 


ONLY FOUR SIZES TO STOCK 


to fit any standard stove 


ORDER TODAY 


Manufacturers of Glaswik and Flamemaster Wicks 


PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 
North Wales, Penna. 






Wire » Screen Wire Cloth « Poultry Netting - Nails 
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onthe good things 


Pin your faith 


coming hack 


ng days in the hard- 
he finest goods vanish 
from the shelves and war conditions — 
it obvious that they cannot be —— 
ately replaced—let’s not waver for an ~ 
stant in the knowledge that nag ie ys 
i i on - 

tain as Victory itself. You 
peor boys who go with the colors oy" it 
is equally proper that you a es wed 

ts that ha 
et brands and produc 

se standbys in the days of Peace. 


@ Cortland screen wire cloth, a 
cloth and netting certainly will not be i 
gotten—by either dealers or — Pec 
more than 65 years of service, whic rer 
made Cortland Brands so well — : 
also assure better than ever peace a” 
markets once Wickwire Brothers, . 
plants return to normal  - 
help your customers patch, repair on 
maintain their screens and nettings eee 
the day when you can again sell them 
favorite Cortland Brands. 


WICKWIRE BROTHERS, INC. 
CORTLAND, NEW YORK 


@ In these perplexi 
ware trade—when t 








WILLARD E. ALTER 





WILLARD E. ALTER 


tors, died recently in Magee 
Hospital in Pittsburgh, after a 
lingering illness. 

Mr. Alter became affiliated 
with the company in 1887. Ex- 
cepting two short periods away 
from the company, he had spent 
all of his business career with 
the Logan-Gregg organization. 
He started as a bill clerk and 
subsequently became bookkeeper, 
inside salesman and later was 
given a territory to cover. About 
1902 he resigned to enter the 
employ of the California Hard- 
ware Co., Los Angeles, Cal., 
wholesale distributors. When he 
rejoined the Logan-Gregg com- 
pany he took an inside position 
but later resigned again to enter 
the retail hardware business for 
himself in East Liberty, Pa. 
About two years later he sold his 
store and again rejoined the 
whblesale hardware concern. 

Mr. Alter was a member of 
the Harpware Ace Fifty Year 


WPB SUBCOMMITTEE 
TO STUDY DISTRIBUTION 


A sub-committee was appoint- 
ed recently to decide what aspects 
of distribution should be studied 
by the WPB Production Concen- 
tration Committee. The subcom- 
mittee has met twice and is to 
make a report to the principal 
WPB committee within two weeks. 
Members of the Production Con- 
centration Committee are: Joseph 
L. Weiner, chairman and deputy 
director of the Civilian Supply 
Division; Lou Holland, WPB dep- 
uty chairman for Smaller War 
Plants; Ernest Kanzler, director 
general for Operations and Wen- 





Willard E. Alter, 71, vice- 
president and secretary of Logan- 
Gregg Hardware Co., Pittsburgh, 
Pa., wholesale hardware distribu- 


Club and the Engineers Society 
of Western Pennsylvania. 

Surviving are his widow, Mrs. 
Mary Alter, one son and two 
daughters. 





MABON P. ROPER 


Mabon P. Roper, 50, president 
of George D. Roper Corp., Rock- 
ford, Ill., and a well known fig- 
ure in the gas appliance indus- 
try, recently died at his home in 
Rockford. He had been in poor 
health for the last several weeks. 

After his graduation from Cor- 


| nell, Mr. Roper entered the em- 


ploy of the firm, then known as 
the Eclipse Gas Stove Co. He 
started at the bottom and rose 
progressively from errand boy, to 
file clerk, member of the billing 
department, credit manager and 
secretary. He assumed complete 
responsibility of management 
when his father died in 1925. 

Mr. Roper was a member of 
the American Gas Appliance and 
Equipment Manufacturers, IIli- 
nois Manufacturers Association, 
Guild of Ancient Suppliers of 
Gas Appliances, Skills, Gins, Ac- 
cessories and Substances and 
many other professional and so- 
cial organizations. 

He is survived by his widow, 
Mrs. Grace Yates Roper, one son 
and a daughter. 


WILLIAM C. TAMPLIN 


William C. Tamplin, 66, 
special representative, sheet sales, 
Carnegie-Illinois Steel Corp., 
Pittsburgh, Pa., died recently in 
Pittsburgh. 

Mr. Tamplin had been asso- 
ciated with the Carnegie-Illinois 
Steel Corp. and its predecessor 
companies for 42 years, entering 
the employ of the Farrell-Mercer 
Works, American Sheet & Tin 








dell Lund, director, WPB Labor ! 


Plate Co., in 1900. 


Production Division. Members of 
the Distribution Sub-committee 
are: Dr. D. J. Duncan, Civilian 
Supply Division, chairman; Mon- 
tague H. Zink, secretary, Civilian 
Supply Division; Collis Stocking, 
War Manpower Commission, dep- 
uty chief, Industrial and Agricul- 
tural Employment Commission; 
Lester Ginsburg, assistant to the 
director of Retail Trade and Ser- 
vices Division; Dr. Walter F. 
Crowder, chief, Business Struc- 
tures and Operations Unit, Bu- 
reau of Foreign and Domestic 
Commerce, Dept. of Commerce, 
and H. H. Fowler, WPB assistant 
general council, Labor Produc- 
tion Division. 
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ORDER L-219 LIMITS MERCANTILE 
INVENTORIES OF CONSUMERS’ GOODS 


Applies to merchants having on and after Nov. 30, 1942, 
a total mercantile inventory of consumers’ goods having 
cost value of $50,000 or more at end of any quarter of 
his federal income tax year and also those who had dur- 
ing the 12 months preceding the end of the same quarter 
net sales of consumers’ goods of $200,000 or more. Mer- 
cantile inventories include stocks held for sale in retail 


stores, 


wholesale 
branches of manufacturers. 


establishments and 


“it is a flexible order.”’ 


For the purpose of assuring | 


fair distribution of the limited 
quantities of consumers’ goods 
available under a war economy, 
the War Production Board acted 
Dec. 29, 1942, to limit the size 
of mercantile inventories of 
consumers’ goods in the hands 
of large retailers, wholesalers, 
and _ stock-carrying branches of 
manufacturers. The new order, 


L-219, is intended to hold con-_ 


sumers’ goods inventories of the 
larger concerns at about the 
same level, in relation to their 
sales, as they maintained prior 
to Pearl Harbor and to assure 
that larger quantities are avail- 
able for distribution through the 
smaller outlets. Merchants who 
have excessive inventories when 
the order becomes effective will 
be brought into line through re- 
striction of their purchases. 
Consumer goods covered by the 
order are defined as goods suit- 
able for sale to individual ulti- 
mate consumers for personal or 
household use. Inventories of 
food and petroleum products 
are excluded from the order. 

The order will apply to every 
merchant who on or after Nov. 
30, 1942, had or has a total mer- 
cantile inventory of consumers’ 
goods having a cost value of 
$50,000 or more at the end of 
any quarter of his federal in- 
come tax year, and who also had 
during the 12 months preceding 
the end of the same quarter net 
sales of consumers’ goods of 
$200,000 or more. (Mercantile 
inventories include stocks held 
for sale in retail stores, whole- 
sale establishments and_stock- 
carrying branches of manufactur- 
ers.) 
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While the order does not 
directly cover merchants with 
annual sales of less than $200,- 
000, Donald M. Nelson, chair- 
man of the War Production 
Board, stated that this was an 
“experiment in self-government 
for the smaller stores” and that 
they should maintain pre-war 
stock-sales ratios. “A continu- 
ing study,” he added, “will be 
made of inventory-sales  statis- 
tics, especially of concerns with 
$100,000 to $200,000 sales per 
year. This is a flexible order. 
and if it is necessary in the pub- 
lic interest, the exemption lim‘ts 
may be lowered.” Mr. Nelson 
also asked merchants with de- 
partmental records to keep the 
inventory of each department in 
normal relationship to current 
sales, as a further aid to equit- 
able distribution and to avoid 
the necessity of specific depart- 
mental inventory limitations. 

Chain store systems, manu- 
facturers engaged also in retail- 
ing, and merchants carrying on 
manufacturing and_ wholesaling 
functions will make one com- 
bined report for their sales and 
mercantile inventories of con- 
sumers’ goods. 

The restrictions of the order 
go into effect the second quarter 
of 1943 on March 1 for com- 
panies whose tax year or tax 
quarter begins Dec. 1, on April 
1 for companies whose tax year 
or tax quarter begins Jan. 1, and 
May 1 for companies whose tax 
vear or tax quarter begins on 
Feb. 1. 

The order operates on a quar- 
terly basis. All calculations are 
based on each of the four quar- 
ters of the fiscal or tax year 





stock-carrying 


Donald Nelson points out 


which a merchant has already 
established by his income tax 
reports. “The purpose of this 


order is to give smaller stores, 
particularly those in outlying 
regions, a better opportunity to 
compete with large stores in 
metropolitan areas for a_ fair 
share of the lim‘ted amount of 
consumer goods now available,” 
said Mr. Nelson. 

Reports under L-219 will be 
required only of merchants who 
have excessive inventories next 
spring. Last September and 
October statements from WPB 
advised merchants what consti- 
tuted a proper mercantile in- 
ventory position in a war 
economy. Non-exempt merchants 
whose inventories are in normal 
proportion to sales can so prove 
from their own accounting rec- 
ords if they are specifically re- 
quested to do so by compliance 
officers. 

Eaton V. W. Read, Chief of 
the Wholesale and Retail Policy 
Section of the Office of Civilian 
Supply, and Chairman of the 
committee which drafted the 
program, has been made avail- 
able to administer the new 
order. Harry D. Wolfe, of the 
committee’s technical staff, will 
act as a special assistant to the 
Administrator. The work of ad- 
ministering the order will be 
carried on in the Consumers’ 
Goods Bureau of the Office of 
the Director General for Opera- 
tions of WPB. The Office of 
Civilian Supply will continue to 
study the problems of distribu- 
tion of civilian goods. 

Normal inventory as used in 
the order is calculated on a 
formula based on the relation 








sales 
during the base period of 1939, 


between inventory and 
1940, and 1941. For example, 
if a company’s net dur- 
ing the second quarter of 1939, 
1940, and 1941 averaged $100,- 
000 and if its inventory at the 
beginning of each of those quar- 
ters averaged $50,000, then the 
company would have a_ stock- 
sales ratio of 50 per cent. There- 
fore, if its anticipated or pro- 
jected net sales for the second 
quarter of 1943 amount to $120.- 
000 its normal inventory at the 
beginning of the quarter would 
be $60,000. In addition, a “tol- 
erance” factor (15 per cent of 
normal inventory in the Moun- 
tain and Pacific Time Zones, and 
10 per cent in the Eastern or 
Central Time Zones), is allowed. 
If a_store’s actual inventory 
when the limitation goes into 
effect exceeds $60,000, plus the 
tolerance, it will be limited in 
the amount of goods it can buy 
that quarter. However, regard- 
less of the amount of inventory, 
any store will be permitted to 
buy up to one-third of the cost 
of goods sold by it during the 
preceding quarter. This is to 
make it possible for the mer- 
chant to balance his lines. 


sales 


A merchant computes his pro- 
jected sales for a quarter by tak- 
ing his actual sales during the 
comparable quarter of the pre- 
ceding year and adjusting the 
amount in proportion to his in- 
crease or decrease in business 
in his last quarter of record as 
compared with the comparable 
quarter in the preceding year. 

This is how the calculation is 
made: Suppose a merchant did 
$100,000 worth of business in 
the second quarter of 1942, $140,- 
000 worth of business in the last 
quarter of 1942 and $120,000 
worth of business in the last 
quarter of 1941. The $100,000 is 
the base figure. The $20,000 in- 
crease in the last quarter of 1942 
over the last quarter of 1941 
amounts to 16 2/3 per cent. 
Multiplying the base figure of 
$100,000 by 16 2/3 per cent 
gives $16,666.66. The $100,000 
base plus $16,66.66, which rep- 
resents the upward trend in the 
business, is $116,666.66, which 
is the merchant’s projected sales 
for the second quarter of 1943. 


(Continued on page 71) 
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LAWNDALE is the name of our top grade 


products- a recognized standard of QUALITY CHALK LINE 
for 60 years. CLOTHES LINE | 
NET TWINE | 

The Lawndale line gives the hardware dealer jwisrep 
complete coverage of all requirements in lines, MASON LINE | 
twines, andcords,plustheacceptance,turnover 454 CORD 
and profit that goes with an established name. | 
Write for Samples and Prices. . . We also 


invite inquiries on Special Constructions. 


CLEVELAND MILL & POWER CO. 


LAWNDALE, NORTH CAROLINA 
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IRONING BOARD PADS 





and COVERS 





A COMPLETE LINE. 
PRICED RIGHT! 


@ Ironing is much easier and | 
quicker . . . ironed work has a | 
smooth, professional finish 
when your customers use these 
improved pads and covers! That 
is because Tex-Knit Pads are | 
WAFFLE KNITTED for greater 
resiliency, faster heat and mois- 
ture absorbency. Four styles... 
popularly priced..ail fast sellers. 


© Order from your 
jobber or write for 
illustrated price 
ist C-2. 








Jobbers! Your 
inquiries invited. 


TEXTILE MILLS CORP., 820 S. Tripp Ave., Chicago, Ill. 








Restriction Orders Issued 


by WPB on Gas Fired, 
Oil Burning Water Heaters 


Gas fired and oil burning water 
heaters were added Dec. 21 to 
the list of products which will 
be manufactured next year only 
for use in war housing or other 
war projects by limitation orders 
restricting production and limit- 
ing the amounts of metal and 
metal alloys that may be obtained 
by the industry in 1943. 

Production of metal tank 
jackets and metal tank supports 
is suspended and the installation 
of metal tank jackets is pro- 
hibited with minor exceptions. 

Civilian needs for  replace- 
ments of gas fired water heat- 
ers in 1943 and thereafter must 
come out of existing stocks. 
Necessary replacements may still 
be made for some time in the 
future, however, since inventories 
of finished equipment are com- 


| paratively large at present. 


Officials of the Plumbing and 
Heating Division suggest caution 


on the part of civilian consumers | 


in replacement of their gas fired 
water heating systems. Coal 
heaters should be substituted, 
they advise, because of the 


present critical situation in the | 


production and consumption of 

gas for household purposes. 
Two new limitation orders 

were issued. L-185 deals with 


| gas fired and oil fired water 


in the corresponding calendar 
quarter of 1941. 

5—Prohibits the manufacture 
of metal jackets for all direct 
fired and indirect domestic water 
heaters with two minor excep- 
tions. 

6—Prohibits the use of copper 
or copper base alloy in the manu- 
facture of direct fired and in- 
direct domestic water heaters ex- 
cept for controls and _ safety 
devices. 
| 7—Permits the use of copper 
in making repairs to existing di- 
rect fired and indirect water 
heaters in conformity with the 
restrictions prescribed in Conser- 
vation Order M-9-c as amended. 
Return of all replaced copper 
_scrap to scrap dealers is required 
under provisions of L-185. 
| 8—Restrictions enumerated in 
| Items 1, 2, 3 and 4 above do not 
|apply to the manufacture of 
| water heaters for Army, Navy, 
Coast Guard, War Shipping Ad- 
Maritime 





| ministration or the 
| Commission. 
| 9—Copper or copper base al- 
| loy is permitted in the manufac- 
| ture of water heaters produced 
under contract for use in laundry, 
| bakery, or hospital projects or 
overseas services of the Army, 
Navy or Coast Guard, War Ship- 
| ping Administration or the Mari- 


heaters while L-199 prohibits | time Commission, and also when 


manufacture and installation of 
metal tank supports and provides 
a simplification 
govern the manufacture of black 


the water heaters are a part of 
the equipment of aircraft and 





schedule to! vessels other than pleasure craft. 


10—Provides for the manufac- 


iron and galvanized iron range | ture of repair and replacement 


Following is a brief summary 


: P oe 
| boilers and expansion tanks. | parts, restricting the use of metal 


in any quarter to not more than 


of the principal provision of | the amount of metal used in such 


L-185: 

1—Prohibits manufacture of | 
gas fired and oil fired water 
heaters except for War Housing. 

2—Prohibits manufacture of 
solar water heaters. 

3—Restricts the amount of 
metal used in the production of 
coal fired water heaters to the | 
amount of metal used in the | 
corresponding calendar quarter | 
of 1941. 

t—Restricts the amount of 
metal used in the production of | 
indirect water heaters to 50 per 





cent of the amount of metal used | 


production in the corresponding 
quarter of 1941. 

The main features of L-199 are 
described in the following sum- 
mary: 

1—Prohibits manufacture or 
installation of metal tank sup- 
ports with three minor excep- 
tions. 

2—Prohibits manufacture of 
metal tank jackets with three 
minor exceptions. 

3—Prohibits installation of 
non-ferrous metal, stainless steel 
or monel-metal tanks with two 
minor exceptions. 


HARDWARE AGE. 











fa 


si 


va 
ey 


pz 





Rll 


ee Ah te 








4-—Prohibits the use of copper 
or copper base alloy in the manu- 
facture of plumbing and heating 
tanks with two minor exceptions. 

5—Permits the use of copper 
in making repairs to existing 
non-ferrous tanks in conformity 
with the restrictions provided jn 
Conservation Order M-9-c as 
amended. Return of all replaced 
copper scrap to scrap dealers is 
required under provisions of 
L-199. 

6—Provides specifications and 
simplified practices for the manu- 
facture of black iron and gal- 
vanized iron range boilers and 
expansion tanks. 

7—Provides for the manufac- 
ture of repair and replacement 
parts but restricts the use of 





metal in any quarter to not more 
than the amount of metal used 
in such production in the corre- 
sponding quarter of 1941. 

The simplification schedule 
eliminates 144 varieties of iron 
range boilers and eight varieties 
of expansion tanks. 

Accompanying the two limita- 
tion orders (L-185 and L-199) 
are revocations of Schedules VII 
and IX of Limitation Order L-42. 
The major provisions of Schedule 
VII are contained in the new 


orders. Schedule IX is revoked 


because L-185 stops production | 
of direct fired gas storage water | 


heaters and incorporates the pro- 
visions of that schedule as far 
as applicable. 


Property Transportation Tax to be 
Considered As Freight Rate Increase 


Section 620 of the Revenue 
Act of 1942 imposes a tax of 
3 per cent, effective Dec. 1, on 
the amount paid for the trans- 
portation of property by rail, mo- 
tor vehicle, water or air within 
the United” States and applies 
enly to a person engaged in the 
business of transporting property 
for hire. 

A recent OPA release concern- 
ihg the manner in which this 
property transportation tax will 
affect maximum prices under the 
various price schedules says, in 
part, “The 3 per cent property 
transportation tax imposed under 
the 1942 revenue act, effective 
Dec. 1, must be considered as a 
freight rate increase which 
cannot be passed on, rather than 
as a tax which can, the Office 
of Price Administration ruled. 

“This decision will be con- 





tained in a supplementary order 
to be issued within a few days. 
The ruling means that the seller 
will absorb the new tax under 
some pricing systems and the 
buyer under others. Where the 
pricing is on a ‘delivered price’ 
basis, for example, the seller will 
absorb the tax. In cases where 
the price is ‘f.o.b. producer’s es- 
tablishment’; on the other hand, 
the buyer will absorb the cost. 


tThe rule holds throughout all | 


variants of these two.” 

Although there are 
price regulations to which the 
supplementary order does not 


various 


apply the ones to which it does | 
not apply of interest to the hard- | 


ware trade are: Revised Price 


Schedule No. 4—Iron and Steel 


Scrap, and Maximum Price Reg- | 
ulation No. 236—Heating Boiler | 


Conversion Parts. 


OPA Amends Orders P-84, L-79 
on Plumbing and Heating 


The Fuel Rationing Division, ; “Notwithstanding any provision 


OPA, has recently amended Pref- | 
erence Rating Order P-84 and | 
Limitation Order L-79. Prefer- 
ence Rating Order P-84 has been 
amended by addition of para- 
graph (e)(1) reading, “No in- 
staller or supplier may apply the 
rating hereby assigned to obtain 
any material the transfer of 
which is subject to a ration order 
of the Office of Price Administra- 
tion.” 

Limitation Order L-79 has been 
amended by adding at the end 
of paragraph (b) the following: 
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| of this order, no person may sell 
or deliver to an ultimate con- 


sumer any such equipment the | 


transfer of which is subject to a 
ration order issued by the Office 


of Price Administration, _ pro- 
vided that such sales or deliveries 
may be made in accordance with 


such ration orders.” 

(b) (6) of L-79 
which permitted retail sales on 
certification that the consumer 
had no cooking or heating stove 


Paragraph 


or water heater has been revoked. | 
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The requirements of Our Armed Forces naturally 
must be taken care of before civilian needs can 
be met. 


With proper priorities we are using every effort 
to serve our regular distributors. We are look- 
ing forward to that day when we can furnish 
Indestro Tools to you again in unrestricted quanti- 
ties. 


INDESTRO MFG. CORP. 
Chicago, Ill. 


Kildare at Schubert 
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Q MORE TOOLS... 


FOR JUST 
“Tinkering Around 


Today, more than ever, the manufacturer, the distributor, 
and the dealer must work hand in hand to see to it that the “men 
behind the lines” —the war workers —are supplied with all 
the good dependable tools that they need. 


The handyman, the homescraftsman, and the man who wants 
a tool just to “tinker around” must wait. Every new tool you sell 
must be put to work building the factories, the training camps, 
the ships and guns, the machine tools, and the thousands of 
other vital war jobs requiring good tools and equipment. 


Until recently we attempted to help you maintain as complete 
a stock of Greenlee Tools as possible without priority informa- 
tion. Conditions now make that impossible without greatly 
handicapping our main effort —that of making every move 
count in helping to win this war. Therefore, we suggest that 
you make the fullest use of the established government machinery 
for obtaining priorities and attempt to secure the highest rating 
possible for your tool orders. 


We want to thank our customers and friends in the Hardware 
Trade for their patience and kind understanding of our problems, 
and ask their continued cooperation until this emergency has 
passed and we are able to serve them better. 


Meanwhile — let's all make every effort to see that America’s 
precious tools and equipment are used to their fullest extent 
and in the best possible way in helping to win this war. 


Greenlee Push Drill 


Greenlee Solid-Center Auger Bit 





Greenlee Setfast Expansive Bit 
Shown above are a few popular items from the Greenlee Line of 
Hand Tools for the Craftsman... tools that hold their cutting edges 


and withstand the wear and tear of today’s hard use. Tools that 
are easy to sell and tools that stay sold. 


GREENLEE 
TOOL CO, <== 





‘ 


, 1801 Herbert Avenue, Rockford, Illinois 
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99 WPB Releases Some Coal Stoves 


| to Replace Oil Burning Units 


A unique rationing program 
| which aims to encourage rather 
than restrict buying, has been 


| Division of the Office of Price 
\dministration to facilitate the 
selective distribution of a large 
number of coal heating stoves. A 
large quantity of fuel oil will be 
conserved for essential war pur- 
poses through the substitution of 
these coal heating stoves for 
heaters which are oil-fired. 

Recognizing the desirability of 
making available heating stoves 
using coal as a fuel, the War 
Production Board is taking the 
following steps to provide for the 
production of substantial quanti- 
ties of these units: 

1. The weight and quantity 
restrictions on coal heaters under 
Order L-23-c have been com- 
pletely lifted until January 31. 
1943, and the manufacturers’ iron 
and steel quotas have been in- 
creased fifty per cent for the 
| months of February and March, 
1943. 

2. Several thousand of the 
magazine type Army No. 1 
heater, already manufactured for 
| Army account, have been released 
| for civilian use. 

3. The War Production Board 
has also released additional stock 
| piles of materials for the Army 
| No. 1 heater, as well as several 
| months productive capacity in 
the’ plant working under Army 
heater contracts. 

This program is of particular 
interest to all dealers handling 
heating stoves because its success 
will largely depend upon their 
cooperation in making certain 
that these heating stoves are 
available to those customers who 
need them and who are qualified 
|to purchase them under the 
Regulations which the Office of 
Price Administration has _pro- 
mulgated. 

The Emergency Heating Stove 
Rationing Program will be for- 
malized in Ration Order No. 9 
and became effective Dec. 18, 
1942. Under its provisions, the 
retail sale of both new coal- 
fired heating stoves and new oil- 
fired heating stoves, except to the 
Army, Navy, Marine Corps, and 
Maritime Commission, wil! be 
restricted to those consumers who 
have been granted a certificate of 














purchase by their local War 
Price and Rationing Boards. 


| This Ration Order, which is 
planned by the Fuel Rationing | 


effective throughout the area in 
which fuel oil is now rationed, 
applies only to new heating units 
and does not affect the sale of 
cooking appliances. The follow- 
ing states and the District of 
Columbia comprise the rationed 
area: Maine, New Hampshire, 
Vermont, Massachusetts, Rhode 
Island, Connecticut, New York, 
New Jersey, Pennsylvania, Dela- 
ware, Maryland, Virginia, West 
Virginia, Kentucky, North Caro- 
lina, South Carolina, Georgia, 
Florida (east of the Appalach- 
icola River), Michigan, Wiscon- 
sin, Minnesota, North Dakota, 
South Dakota, Ohio, Indiana, 
Illinois, Iowa, Missouri, Ne- 
braska, and Kansas. 

The primary objective of the 
program is to facilitate the pur- 
chase of coal-fired heating stoves 
by consumers who are now using 
oil burning heaters. Provision 
is also made, however, for per- 
sons who need a stove to heat 
new essential living or working 
space as well as for those per- 
sons whose present coal burning 
equipment is damaged or worn 
out beyond repair. A statement 
that the equipment is damaged or 
worn out beyond repair, bearing 
both the owner’s signature and 
that of a dealer or heating con- 
tractor, must be presented to the 
Board in order for a person to 
be eligible for the purchase of a 
replacement unit. 

Another group of persons who 
will be encouraged to purchase 
these coal burning stoves will be 
individuals who are eligible 
under the Fuel Oil Rationing 
Regulations for an auxiliary oil 
ration of 350 gallons or more and 
who wish to use coal burning 
equipment instead of oil. 

Sales of new oil burning stoves 
are strictly limited. They will 
be permitted only where the local 
Boards may issue certificates for 
their purchase. A person who 
is replacing oil burning equip- 
ment will qualify only if his old 
equipment is beyond repair and 
he cannot use coal as a fuel be- 
cause there is no one in the 
household who is physically able 
to operate coal burning equip- 
ment, or the space to be heated 

— 
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is a house trailer, or there is no 
coal or coal burning equipment 
available, or there is no flue, 
chimney, or other provision for 
venting. 

A purchase certificate issued 
by the local Board for any kind 
of a rationed stove is surren- 
dered to the dealer at, or before, 
the time the stove is delivered or 
installed. 

Dealers, wholesalerz, and man- 
oil ra- 
tioned area may buy stoves or 
heaters from dealers, 
wholesalers, or manufacturers 
anywhere in the United States 
without the surrendering of cer- 


ufacturers in the fuel 


space 


tificates. 








All dealers, wholesalers, and 
manufacturers are required to 
maintain for two years complete 
records of all new oil or new coal 
burning heating stoves in their 
inventory on the effective date of 
the Order. They must also main- 
tain complete information on the 
date of delivery of new coal or 
new oil-fired heating stoves re- 
ceived by them after this date, 
including the - name and address 
of the person or firm from whom 
this equipment was received and 
the number of units of each type 
received. A similar record of 
each sale to consumers is re- 
quired. Purchase certificates are 
to be maintained in the files of 
the dealers for a two year period. 


Preference Rating Certificate Copy 
Required With Machine Tool Orders | 


Orders for machine _ tools 
placed after December 25 must 
be accompanied by a photostatic 
copy of the preference rating 
certificate under which the buyer 
obtained his rating, or by a cer- 
tified copy. The new procedure 
is ordered in General Preference 
Order E-1-B, as amended Decem- 
ber 19 by the Director General 
for Operations. 

The purpose of the amendment 
is to eliminate correspondence 
tool builders 
and their customers, by supplying 


between machine 
the machine tool producers at 
with the information 
tained in the rating certificates. 


once con- 

The covering letter by George 
H. Johnson, Director of the 
WPB Tools Division, said that 
“machine tool builders have long 


RELAX RESTRICTIONS ON 
GAS, ELECTRIC LINES 


Restrictions on the 
tion of utility lines to furnish gas 
or electric service to domestic 
ranges were relaxed in Supple- 
mentary Preference Rating Order 
P-46-b as amended Dec. 16 by the 
Director General for Operations. 
Previously if the owner of a gas 
range moved into a house wired 
for an electric range, or if the 
owner of an electric range moved 
into a house piped for gas, it was 
necessary for the owner to ac- 
quire the type of range that would 
operate on the service already 
brought to the house. 

Under the amendment a utility 
company may bring gas or elec- 
tric 
either a gas or electric range, pro- 
vided the dwelling is not already 


service to a house to serve 
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construc: | 








requested that this rule, which | 


was formerly in effect, be rein- 
that they: may have 
more complete information for 
their scheduling purposes.” 

The amendment also redefines 
the “miscellaneous group of 
service purchasers” of machine 
The unrevised definition 
enumerated the units of 
armed services covered by the 
term, “Miscellaneous Branches 
and Bureaus.” This had _ the 
effect of excluding those units 


stated so 


tools. 


which were not _ specifically 
named. The revised definition 
adds to the enumeration “any 


the | 


other corps, department, bureau, | 


or service of the Army and Navy 
not heretofore specifically desig- 
nated as a separate group, and 
their respective prime contrac- 
tors and subcontractors.” 


equipped with a range of any 
kind. This is allowed, however, 
only when a person moving from 
one house to another already owns 
a range which he is taking with 


him. Provision is also made for 
gas or electric service even where | 
the applicant had not previously | 


used a range, providing the dwell- 
ing is not equipped with a range 
of any kind and providing com- 
plete facilities for service to a 


gas or electric range have not | 


previously been installed. 

In either case, there is a limit 
on the amount of critical mate- 
rial which may be used. In the 
case of an electric range, not more 
than 15 lb. of copper may be 
used. In the case of a gas range, 
the connection may not require 
more than 75 ft. of 14-in. steel 
pipe or its equivalent in other 
sizes of pipe. 








Use POL-MER-IK Bacwved 
to avoid the 
dangerous burning line 


Too fast drying caused by adding too 
much dryer on the job, can burn the 
film, breaking down its protective 
qualities. This shortens the life of 
the job. 


Use POL-MER-IK Baza 
for correct drying 


A chemical change takes place as 
fluid paint becomes a hard protec- 
tive coating. Accurate control of 
this drying can be gained by using 
Pol-mer-ik Boiled which has been 
scientifically formulated to dry in not 
less than 8 hours or more than 12. 


Use POL-MER-IK Baza 
to avoid ; 
dangerously slow drying 


When drying takes more than 12 
hours it unnecessarily exposes the 
film to damage and_injury from dust, 
rain, etc., which may spoil the 
appearance of the job. 











10 
HOURS 





11 
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There’s Sales Appeal in 
PLASTIC COATED 


weatone 


ucuseaor PLAYING CARDS 


Ask your jobber for the''1458 Deal,’ a beau- 
tiful —- stand free with 3 dozen Duratone 
Cards. Priced to you at $18.95 with a retail 
value of $30.60, there is a profit for you of 
$11.65— 38”. 

Comes packed, 3 dozen and display rack— 
shipping weight, 14 lbs. 


ARRCO PLAYING CARD CO. 


CHICAGO—Robert A. Cairo, 310 S. Racine Ave. 
NEW YORK—Morton F. Fisk, 200 Fifth Ave. 
LOS ANGELES—Harry A. White, 














Required for Sales 


Because goods sold to govern- 
ment procurement agencies on 
behalf of the Lend-Lease Admin- 
istration and to the Army and 
Navy on their own account often 
require special packing to with- 
stand rough treatment on long 
hauls and while being unloaded 
under difficult conditions, a sup- 
plementary order announced Dec. 
22 by the Office of Price Admin- 
istration permits sellers of such 
goods under applicable price 
regulations to add costs of special 
packing to established maximum 
prices. 


This supplementary order car- | 
|modity, after being _ initially 


ries out in part the policy an- 
nounced by the Office of Price 
Administration on Oct. 23 


{OPA-988). This allowance, | 


j}add to his maximum domestic 


provided for in Supplementary 
Order No. 34—Packing Expenses 
on Sales to Procurement Agen- 


plies only when goods are packed 
or re-packed to meet government 
specifications. 

Frequently, OPA explained, 
applicable price regulations do 
not allow sellers full compensa- 
tion for extra costs incurred in 
packing goods as required by a 
government purchasing agency. 
Under many regulations no pack- 
ing charge is permitted. In 
others the allowance for packing 
is insufficient to cover special 
types of packing ordered by the 
buyer. 

Under the new supplementary 
order, special packing expenses 


| may be added to maximum prices 
y p 


if (1) the packing specified by 
the buyer differs from standard 
packing; (2) if the commodity 
ordered has been packed in 
standard packing and repacking 
to meet buyer’s specifications is 
required; (3) if commodities al- 
ready packed to the specifica- 
tions of the buyer must be re- 


packed to meet new specifica- | 
| . 
| ment procurement agencies. 


tions. 














‘May Charge Extra for Special Packing 


to Procurement Units 


When special packing is used 
in the first instance, the amount 
which may be added to the 
established maximum domestic 
price is the difference between 
the cost of materials and labor 
used in standard packing and the 
cost of labor and materials used 
in packing to meet government 
specification-. If, however, the 
commodity has already been 
packed in standard packing and 


| must be repacked, the seller may 
jadd to his maximum domestic 
| price the cost of direct labor and 
| materials used in unpacking and 


repacking the goods. If a com- 


packed to the specifications of 
the buyer must be repacked to 
new specifications, the seller may 


| price both of these extra packing 
| allowances. 
cies—effective Dec. 21, 1942, ap- | 


“Standard packing” is defined 
to mean “any domestic packing 


|contemplated by the applicable 


price regulation when the sale is 
a domestic sale and any packing 
for export contemplated by the 


| applicable price regulation when 


the sale is a sale for export.” 
The supplementary regulation 
applies only when the govern- 


|ment buyer requires that the 


commodity be packed to_ its 
specifications or specifically asks 
the seller to unpack and repack 
to the buyer’s specifications. 
Additional charges made under 
Supplementary Order 34 must 
be shown in the seller’s contract 
of sale or on the invoice fur- 
nished the buyer. The seller is 
required to keep records for 
OPA inspection showing the cost 
of direct labor and materials 
used in standard packing and 
the same costs incurred in pack- 
ing, or unpacking and repacking. 
to the specifications of govern- 


Commercial Motor Vehicles 
Mast Be Inspected Before Jan. 15 


Owners of the nation’s 5,000,- 


000 motor vehicles were reminded | 


1943. A motor vehicle may not 
lawfully be operated after that 


by the Office of Defense Transpor- | date without an endorsement by 


| tation to present their vehicles for 
| tire inspection before Jan. 15, 


an approved tire inspector on the 
vehicle’s Certificate of War Ne- 
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cessity, the ODT pointed out. 
After that date, commercial motor 
vehicles must be presented for 
tire inspection at 60-day or 5000- 
mile intervals, whichever occurs 
first. 

The purpose of the periodic tire 





inspections is to insure proper 
tire conservation. Under the in- 
spection plan, operators will be 
required to make all possible re- 
pairs, adjustments or replace- 
ments necessary to insure maxi- 
mum service from their tires. 


Class A Stoker Applications to Be 
Processed by Regional Offices in 
Major Part of the Eastern Seaboard 


Due to the urgency of the oil 
conversion program, the Plumb- 


ing and Heating Division of 
WPB announced Dec. 21 that 


applications for Class A stokers 
in capacities under 1,200 pounds 
of coal per hour will be processed 
the District Offices of WPB 
in Regions One, Two and Three. 
Regions comprise the 
major part of the eastern sea- 
board, where the fuel oil situation 


in 


These 


is most critical. 
“The effect of this action,” 
Joseph F. Wilber, Director of 


the Plumbing and Heating Divi- 
sion, explained, “is that any in- 
stitutions, business  establish- 
ments, or individuals who feel 
that they must have a stoker in 
order to convert their plants can 
go to the nearest local War Pro- 
duction Board Office and receive 
an answer as to whether or not 
the machine can be supplied at 
this time.” 

Officials of the Plumbing and 
Heating Division stressed the 
fact it is probable there will not | 
be enough stokers available for 
all who desire them. 

A check-up of more than 1,500 
applications for stokers showed 








ADDITIONAL USES FOR 
AGAVE FIBER, CORDAGE 


Several additional uses for 
agave fiber and cordage are per- 
mitted by an amended version of 
Order M-84 announced Dec. 16 
by the Director General for Ope- 
rations. These include: 
wheel rope for steering equip- 
ment of sailing vessels; spinning 
lines for operation of oil and gas 
wells; drilling cables for drilling 
water wells; scaling rope used in 
mines; grapnel cordage used in 
laying cables; governor ropes for 
elevators, 5 inch through 1 inch 
in diameter and life boat falls 
used for raising or lowering life 
boats. 

The amended order also per- 
mits unrestricted sale of lariat 
rope used on cattle ranches 
which was in process or on 
hand on Sept. 25. Agave cord- 
age can be sold as drop hammer 


uses 
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that the smaller size Class A 
units should replace at least 100 
gallons of oil per season for 


every pound of coal-feed capacity 
per hour, and that the larger 
sizes should replace 100 gallons 
of oil per season for each pound 
of coal-feed capacity per hour up 
to 500 pounds per hour. Over 
that capacity the saving of oil 
should be approximately 50 gal- 
lons f r every pound of feed- 
capacity. This would mean for 
instance, that a 400-pound per 
hour stoker should replace at 
least 40,000 gallons of oil, while 
a 600 pound stoker should re- 
place 55,000 gallons, and a 1,000 
pound stoker should replace 75,- 
000 gallons. 

Exceptions will occur in cer- 
tain essential plants or opera- 
tions, it was explained, where 
these equivalents of oil fuel 
would not necessarily apply. 
For example, critical war plants, 
fire houses, transportation centers, 
and the like must be kept oper- 
ating, and if it is not possible 
to accomplish this without the 
use of a stoker, installation of 
the necessary equipment should 
be authorized. 


rope a rating of A-l-a or 
higher, the amended order states, 
and a similar rating is required 
for purchase of agave cordage 


on 


used in construction, mainte- 
nance and _ repair operations. 
The amended order prohibits 


agave fiber for baler twine used 
in bali. g straw for production of 
strawboard. 

However, a producer may make 
other kinds of baler twine with 
agave fiber so long as his produc- 
tion next year does not exceed 
110 per cent of his total sales of 
baler twine during 1942, minus 
inventory of baler twine on hand 
at the close of business on Dec. 
31, 1942. 

Finally, the amended action 
adds several grades of agave fiber 
to the list of fibers prohibited in 
the production of binder twine, 
since these fibers are more essen- 
tial for rope making. 
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AGENTS 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 
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CHISELS | 


good for 
anyone 


No craftsman 
ever blames his 


tools. And no one 

has ever been 
ee able to blame a 
bi 


| UNION tool. 
Sound design, best 
materials, skilled 
a craftsmanship — 
that's what makes 
UNION chisels 
prized by all. 















HARDWARE COMPANY 
aw EVE aw EY 


STABLISHME 


TORRINGTON. CONN. 


NEW YORK OFFICE SiCHAMGBERS STREET 
| 






70 


85,000 New Adult Bicycles 
Set as January Quota 








A quota of 85,000 new adult | Maryland . . 1,403 421 
| bicycles for rationing in January | Massachusetts 2,860 858 
| was announced recently by the! Michigan . 4,648 1,394 
Office of Price Administration,| Minnesota . 784 235 
the same number that was allot- | Mississippi 1,286 386 
ted for December. Missouri 1,805 542 
State reserves for January are | Montana 223 67 
25,500, also the same as for| Nebraska . 626 188 
December. The reserves are for | Nevada . 150 45 
use in meeting any demand that} New Hampshire ... 350 105 
may develop beyond the quotas. | New Jersey 2,465 740 
New Mexico 288 86 
January New ApuLt New York 6,460 1,938 
BICYCLE Quota North Carolina .. 2,346 704 
: North Dakota 136 41 
State Quota Reserve | Ohie . 3,652 1,096 
Alabama 2,145 644 Oklahoma 1,243 373 
Arizona 156 137 | Oregon . 834 250 
Arkansas . 839 252 | Pennsylvania . 4,321 1,293 
North. California ..4,566 1.370} Rhode Island 615 185 
South. California. 6,085 1,827} South Carolina 1,687 506 
Colorado 835 251 | South Dakota 186 56 
Connecticut . 1,560 468 | Tennessee 1,768 530 
Delaware . 375 112) Texas . 4,067 1,220 
| Florida . 2,048 614| Utah . 580 174 
| Georgia 3,395 1,018 Vermont 144 3 
Idaho 303 91| Virginia . 2,576 773 
Illinois . 3,665 1,100} Washington 1,726 518 
Indiana 2,190 657 | West Virginia 520 156 
lowa . 920 276 | Wisconsin 1,506 452 
Kansas . 1,039 312 Wyoming . 172 52 
Kentucky . 956 287 | Dist. of Columbia 300 90 
Louisiana . 1,326 398 — . 
Maine . 570 171 Total 85.000 25.500 


Certificates of Necessity Now 
Handled by ODT Field Force 


The Office of Defense Trans- | 


portation announced Dec. 23, 
that its central mailing office at 
Detrgit, Mich., has discontinued 
operations and that all matters 
pertaining to Certificates of War 


| Necessity are now being handled 


by the regular ODT field force. 
Henceforth, all applications for 
Certificates of War Necessity re- 
ceived at the Detroit office, as 
well as all correspondence per- 
taining to the ODT’s mileage 
Rationing program for commer- 
cial motor vehicles, will be re- 
ferred to the appropriate ODT 
district offices. 

Owners of trucks and other 
commercial motor vehicles are 
urged to send no more applica- 
tions or correspondence to the 
Detroit office but to take up all 
questions at once with their 
ODT field representatives. 

For the convenience of vehicle 
owners who do not live near any 


of the 142 regular ODT district 


offices, the ODT is sending rep- 





resentatives into approximately | 
500 additional cities and towns | 


throughout the country. They 
will make their headquarters in 
local Chambers of Commerce 
and other civic centers. 

Vehicle owners who have not 
received Certificates or who have 
not been allotted sufficient mile- 
age and fuel for their necessary 
operations are urged to get in 
touch with these field representa- 
tives immediately. Any truck 
owner can determine when an 
ODT field representative will be 
in his vicinity by watching the 
local newspapers or checking 
with the nearest Chamber of 
Commerce. 

After Jan. 31, fuel, tires and 
parts will be allotted only on the 
basis of the conditions set forth 
on the Certificate of War Neces- 
sity, and no more temporary 
transport rations, under which 
many vehicles are now being op- 
erated, will be issued. 

ODT officials urged that all 
requests for adjustment of mile- 
age and fuel allotments be made 
promptly. Unless requests are 
made in time to be disposed of 
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before Jan. 31, temporary sus- 
pension of operations may result. 

At the same time, ODT officials 
emphasized that as long as the 
fuel and equipment is available, 
no necessary commercial motor 
vehicle operation will be crippled | 


Order L-219 Limits Mercantile 


Inventories 


(Continued from page 63) 


That is the figure he uses in 
computing his normal inventory 
at the beginning of that quarter. 
In addition, because of shipping 
difficulties and the uncertainty 
of deliveries, the order provides 
for a leeway or tolerance of 10 
per cent for merchants located 
in the Eastern and Central Time 
Zones and 15 per cent for those 
in the Rocky Mountain and 
Pacific Time Zones. After the 
first quarter's operation under 
the order the percentage is re- 
duced by 5 per cent, making it 
5 per cent for the East and 10} 
per cent for the West. When | 
merchants calculate their inven- | 
tories at retail value, instead of 
by the cost method, the toler- 
ance allowed is further reduced | 
by two per cent. 

The order contains a List A, | 
consisting largely of articles | 
which are already under control, | 
such as: typewriters, rubber tires, 
motor vehicles, coal, fuel oil, | 
gasoline and miscellaneous heat | 
or power fuel, farm machinery 
and equipment, attachments and 
repair parts therefor, living 
flowers and plants, grain, hay, 
lumber and building materials, 
(except hardware), motor oil and 
grease, second hand goods and 
“consumer goods” imported into 
the United States and “Supplies 
as defined in 1046.1 Suppliers’ 
Inventory Limitation Order L-63, 
concerning which the merchant 
is required to keep and actually 
keeps records on Form PD-336.” 
Merchants who sell items in 
List A do not come under the 
order if their sales of such items 
represent more than 50 per cent 
of their total sales. If, however, 
these same items represent less 
than 50 per cent of a company’s | 
sales, then they must be included | 
in inventory calculations and the 








merchant handling them does 
not qualify for exemption. 
Having determined by his | 


sales and inventory figures for 
an inventory year that he comes | 
under the order, the merchant 
must then calculate his average | 
quarter sales and_his| 
average inventory at the begin- | 
ning of the second quarter dur- 
ing the base period—1939, 1940. 


second 


JANUARY 7. 1943 


a monthly report on the status 


by the Certificate of War Neces- 
sity program. Operators were 
urged, however, to request only 
as much fuel as will be needed 
to carry on their operations. If 
later adjustments are necessary. 
they can be made, it was stated. 


of Consumers’ Goods 


and 1941. From that he figures 
his base period inventory ratio 
by dividing his average quar- 
terly inventory by average 
quarterly sales. 

Next he computes his 
jected sales for the second quar- 
ter of 1943. By applying his in- 
ventory ratio to his projected 
sales and making allowance for 
the tolerance provided for in the 
order the merchant finds out 
what his normal inventory lim‘t 


his 


pro- 


at the beginning of the second 
quarter of 1943 should be. 

If his inventory is not exces- 
sive, he need not send a report 
to the War Production Board. 
He may purchase his second 
quarter's merchandise when he 
wishes. 

If his inventory is excessive- 
that is, if it is larger than his 
inventory limit figure—then he 
must fill out and send to WPB 


of his current purchases. In ad- 
dition, he is limited in his pur- 
chase of new goods to one-third 
of his “allowable receipts” for 
the first month of the quarter 
and to not more than two-thirds 
of his quarterly allowable re- 
ceipts the first two 
months of the quarter. “Allow- 
is the amount of 


during 


able receipts” 


goods a merchant with excess 


inventory may receive in any one 
quarter to give him a normal 


inventory at the beginning of 





the next quarter. 
ae 
MAHLER COMMISSIONED | 
LIEUTENANT IN NAVY 


John Graves Mahler of Wilder | 
& Co., Chicago, Ill., recently en- | 


listed in the Navy and was com.- | 
cs... 2.1 


missioned a_ lieutenant 


Here's the answer! 
Say, this DEMING 
SERVICE MANUAL 





@ Here, in this 68-page DEMING WATER 
SYSTEMS SERVICE MANUAL, you have the 
correct answers to hundreds of questions on WHAT 
to look for and HOW to service all types of 
Deming Shallow and Deep Well Water Systems. 


Team-mate for this timely Service Manual is the 
84-page Deming PARTS LIST NO. 42 which 
covers all parts and ceiling prices on each part. 


The two books are the backbone of the DEMING 
PUMP PROTECTION , 
PLAN, designed to help 
YOU meet wartime 
conditions in a PRAC- 
TICAL way! Any part 
or ALL of this plan is 
available for YOUR 
use at no cost to you! 
Write for complete 
details NOW! 


THE DEMING CO. 
SALEM, OHIO 





He reported for active duty "te * * * * * * * * * 


Dec. 26. 
Mr. Mahler has been associ- 
lated with Wilder & Co. for a 


period of 17 years, having pro- 
gressively advanced from one re- 
sponsibility to another. In recent 
years as a salesman he cevered 
the middle west, west and south- 





west. 


PUMPS AND WATER SYSTEMS 
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Heating stoves rationed— 
W.P.B. recently completed arrangement 
with the army for the release of 100,000 
coal-burning stoves for delivery to 
colder parts of the fuel rationed areas. 
This was in addition to some 300,000 
stoves to be made available to civilians 
from increased production provided for 
in recent amendment to L-23-C, grant- 
ing higher priorities to coal stove manu- 
facturers. As a result, after Dec. 25, 
coal and oil heating stoves for private 
dwellings in the 30-state fuel oil ration- 
ing area are being rationed by O.P.A. 
The effect is practically to ban the sale 
of oil heaters in these 30 states, but to 
make coal heaters freely available to 
householders who wish to convert from 
oil to coal. Eligible to buy a coal heater 
under the emergency order are hou-e- 
holders who will use the new stove to 
replace oil-fired heating equipment. 
These are required only to obtain a 
purchase certificate from their local 
rationing board, and to surrender their 
unused and unexpired fuel oil coupons. 
* * *” 

Steel furnaces curbed—Pro- 
duction of steel furnaces for direct- 
fired air heating systems will be halted 
after Dec. 31, except for military use, 
by decree of W.P.B. Supplementary 
Limitation Order L-22-A. Manufactur- 
ers are prohibited from fabricating or 
assembling any steel furnaces except 
when purchase is specifically authorized 
for military installations and other war 
projects where steel furnaces are essen- 
tial. In authorizing such production 
W.P.B. may determine where and by 
whom the products will be manufac- 
tured, and specify place of delivery, so 
as to shorten rail shipments and reduce 
cross-hauls. Restrictions (though lib- 
eral) are also placed on iron and steel 
that may be used in any quarter for 
replacement parts for steel furnaces. 
Contrari-wise, provisions of order L-41-b 
that certain types of construction, 
heating 


necessary to conversion of 


72 


equipment to permit use of fuel other 
than oil, electricity and gas, may be 
undertaken without specific authoriza- 
tion, have been extended by W.P.B. 
one more year to Jan. 1, 1944. 

a * a 

Water heaters restricted— 
Gas-fired and oil-burning water heaters 
have been added to the list of products 
which will be manufactured next year 
only for use in war housing or other 
war projects, by W.P.B. Order L-185. 
Production of metal tank jackets and 
metal tank supports is suspended by 
W.P.B. Order L-199, and the installa- 
tion of metal tank jackets is prohibited 
with certain minor exception-. L-199 
also provides a simplification schedule 
to govern the manufacture of black 
iron and galvanized iron range boilers 
and expansion tanks. 

a * ok 

Fireplace grates—By Dec. 17 
amendment to Order L-30-d, W.P.B. 
permitted manufacture of fireplace 
grates for the limited period, Dec. 21 
to Jan. 6, if the grates’ were made of 
scrap material, and were held to 30 
lb. or less in weight. All grate produc- 
tion had been previously suspended 
under orders M-126 and L-30-d. Since 
fireplace grates are not rationed, man 
ufacturers were asked to equitably dis- 
tribute the newly legalized output. 

* * & 

Shovels scarcer—Jobbers re- 
port that leading shovel manufacturers, 
during the past three months, have 
found it increasingly difficult to secure 
sufficient steel to make all types of 
shovels and scoops permitted them, un- 
der Limitation Order L-157. Most 
makers, therefore, have only been pro- 
ducing the most popular selling num- 
bers, and principally those that can be 
sold to buyers who can extend a high 
priority rating. However, some impor- 
tant manufacturers expect, during the 
fir-t quarter of 1943, an easing in their 
ability to secure steel, but are sure 








there will not be nearly enough to 


satisfy all worthy demands. 


a * ca 


Harness and collars—With 
the allocation of hides to tanners, and 
the heavy demands by the Government, 
very little leather is going into harness 
and strap-work this year. Some early 
easing of this situation is expected, how- 
ever, under the recognized necessity for 
food production. W.P.B. doubtless will 
permit the manufacturers of harness to 
secure more leather, as horse-power 
must be substituted largely on the 
farms this year for tractor-power. 

* a * 

To simplify meat knives— 
Changes in the method of packing meat 
for military consumption have necessi- 
tated plans for simplification of 
butchering and processing knives, now 
under discussion by the War Produc- 
tion Board and industrial cutlery man- 
ufacturers. Simplification would include 
knives used in stock yards and packing 
plants, and those used by the army and 
navy in camps at home and abroad. 
The present method of packing meat 
for shipment to our forces overseas. 
because of the additional amount of 
cutting involved, has more than dou- 
bled the call for such cutlery. The car- 
cass is boned and separated into edible 
cuts, quick-frozen, paraffin coated and 
packed in cartons. About one-third 
shipping space and one-fifth weight 
thus is saved. To ease the strain on 
the industry, and to meet the conse- 
quent increased requirements for 
knives, a program of knife simplifica- 
tion is planned, which will conserve 
steel, and at the same time increa-e 
available cutlery. 

sd a ne 

Scissors and shears—Simpli- 
fication of scissors and shears for in- 
dustrial use is planned by W.P.B., with 
the scis‘ors and shears industry ad- 
visory committee in consultation as to 
a possible revision of Limitation Order 
L-140. At present, almost the entire 
production of the industry is for mili- 
tary requirements. In addition to Army 
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and Navy calls for -cissors and shears 





(“sailmaker’s” type, and others used in 
first aid kits, airplanes, rubber boats, 
tanks and many other units) there has 
been increased demand for these as 
tools for production of parachutes, uni- 
forms and all types of equipment con- 
structed with textiles or rubber. 
a * * 

Alarm clocks—perhaps—Pro- 
duction of alarm clocks may be resumed 
early in 1943, according to prospects 
outlined in a recent conference of the 
Clock and Watch Industry with W.P.B. 
The industry is ready to adopt W.P.B.’s 
suggestion of a “Victory” model alarm 
clock, in the popular price class, de- 
signed to use the least amount of cop- 
per and brass in movement parts, and 








a non-metal case. Manufacture of alarm 
clocks, together with other civilian time- 
pieces, has been halted as a result of 
Conservation Order M-9-c prohibiting 
the use of copper and brass in their 
production. Wrist and pocket watches 
are not regarded with the same con- 
cern, and their manufacture for civilian 
use, if resumed, might be only for the 
liquidation of present inventories of 
parts. In the matter of repair parts, 
W.P.B. promised that every attempt will 
be made to maintain adequate inven- 
tories. 
we * * 

Handsaws—Cheaper grades of 
handsaws will gradually disappear from 
the domestic market. Grade C hand- 
saws, which normally sell for 75 cents 


NIE 


lusiniss % 











or one dollar are eliminated by W.P.B., 
leaving only grades A and B. Thus, the 
only handsaws that may be produced 
for the domestic market after Jan. 1 
will be mechanics’ grades. Handsaws 
intended for export shipment, however. 
under a license issued by the Board 
of Economic Warfare, or to fill a Lend- 
Lease order, will be exempted from 
simplified practices affecting types, sizes. 
grades and models prescribed for the 
domestic market. 
ba a * 

Farm tool material—Top pri- 
ority of AA-1 has been assigned by the 
War Production Board to delivery of 
critical material necessary to manufac- 
ture farm machinery included on the 
current program. The high rating will 
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If your jobber 
can't supply you, 
write us direct 


ACME STEEL COMPANY 


be applied to matcrial for new ma- 
chinery as well as for repair parts for 
existing equipment. Earmarked under 
this high rating is steel for 218,900 
product tons, in addition to companion 
materials, for delivery during the first 
quarter of 1943. 


ts * oe 


Wheelbarrows—ladders—Re- 
duced several months ago to a radically 
simplified variety, using a minimum of 
steel, makers of both these staple lines 
are many months behind in filling 
orders. Lumber and permitted mate- 
rials are available with difficulty and 
much delay, and some makers, particu- 
larly of ladder:, are insisting upon 
4-10, or preferably higher, ratings to 
enable the acceptance of orders. Job- 
bers whose cataloging of wheelbarrows 
was changed to the authorized wooden 
types, seem as little able to supply 
wooden, as steel, construction. 


% ~ 


High priorities for lumber- 
ing—Late in December, W.P.B. au- 
A A-2-X 


under which loggers and saw mills may 


thorized a high priority rating 


obtain operating supplies and material 
for maintenance and repair. This action 
followed widespread complaint because 


* ” 
IT’S PATRIOTIC! 
IT HELPS YOUR CUSTOMERS! 


of difficulty in getting operating sup- 
plies into the forests. Independent log- 
gers and small saw mills are on an 
equal footing with their larger com- 
petitors, with a blanket rating now for 
the industry. Materials to which the 
A 4-2-X rating may be applied in any 
calendar quarter must not exceed 40 
per cent of the total value of such sup- 
plies and material needed for the full 


year. 


More sisal uses allowed— 
Several additional uses for agave (si=al) 
fiber and cordage are permitted by an 
amendment to W.P.B. Order M-84. 
These uses include: Wheel rope for 
steering equipment of sailing vessels; 
spinning lines for operation of oil and 
gas wells; drilling cables for water 
wells; scaling rope used in mines; grap- 
net cordage used in laying cables; gov- 
ernor ropes for elevators, and lifeboat 
falls. The amended action removes sev- 
eral grades of agave fiber from those 
which may be used in the production 
of binder twine, since these fibers are 
more essential for rope making. 


od ut at 


Wall paper cur bed— By 
W.P.B. Order L-177, governing produc- 


* * * 





IT BUILDS EXTRA SALES! 


Y, @ Atimely idea... this REPAIR stimulating carton! 

It fits right in with the campaign to conserve civilian 
goods. By displaying this attractive carton of Acme 
Corrugated Fasteners, you remind your customers to 
fix up their furniture, screens, cabinets and other 
wooden articles. Watch your extra sales climb with 
this timely idea working for you. 


Homeowners, cabinetmakers, wood hobbyists . . . 
anyone who can use a hammer is a prospect for this 


fast-selling item which makes strong wood 
The Tack-Point feature assures easy driving. The 
long, beveled points, sharp-cutting edges penetrate, 
but do not crush the wood fibres. With the emphasis 
on repairs and “fixing up,” Acme Corrugated Fasten- 
ers will be a faster-selling item than ever! 


ACME CORRUGATED FASTENERS 


Are also available in 100 Ib. kegs, offering 
opportunity for profit in bulk sales. In addition 
are standard 
1,000; boxes of 
fasteners, ten 
to a carton; 
also in boxes contain- 


there 
and 
100 
boxes 


ing 50 fasteners of 
one size . . . %”x4; 
%”x5. A dis- 


¥,”"x5; 
» play 


12 of these boxes. 


carton contains 


joints. 


cartons of 250, 





General Offices: 
2838 Archer Avenue 
CHICAGO, ILLINOIS 


Branches and Sales Offices in Principal Cities 





tion of wall paper, the industry is now 
permitted to operate, mill by mill. from 
Nov. 13, 1942, to Jan. 15, 1943, on the 
basis of consuming 64 per cent of the 
tonnage of each mill in the same period 
of the previous season. Mills may op- 
erate from Jan. 15 to June 30 on the 
basis of 50 per cent of last season's 
production for that period. Thus, for 
the entire period, a curtailment of 60 
per cent will be averaged. 


xs * * 


Match scarcity threatened— 
Matches, W.P.B. warns, may become 
scarce if civilians don’t conserve them. 
The armed forces and lend-lease are 
taking an increasing quantity of matches 
and the materials and labor for pro- 
ducing them are growing 
W.P.B. and match manufacturers now 
are studying several methods of saving 
materials, including possible shortening 
of wooden matches by a quarter of an 


scarcer, 


inch, using small wire stitches on paper 
matches, and eliminating “frills” on 
paper matches. 


a * % 


Film output cut—Production 
of film for snapshot fans and moving- 
picture amateurs has been cut 50 per 
cent below 1941 output by the War 
Production Board. At the same time 
production of film for professional use 
has been cut 24 per cent below 1941, 
and manufacture of 35-MM_ motion- 
picture film was ordered similarly re- 
duced. This Order, L-233, was necessi- 
tated by the heavy military demand 
for film and raw materials from which 


film is made. 
% ~~ * 


Toys and morale—Continued 
outpul of toys which do not take war 
materials, helps home-front morale and 
is necessary to the industry, it was de- 
clared at the annual meeting of the 
U. S. Toy Manufacturers recently in 
New York. Manufacturers report that 
the outlook for obtaining plastics is not 
too hopeful. Hardwoods will probably 
be available, but more restrictions may 
be put on soft woods. The industry is 
turning out $59,000,000 worth of war 
orders in some 25 plants. About 80 per 
cent of the output is concentrated in 
10 plants. 

os a a 

January bicycle quota—New 
adult bicyeles, available for rationing 
in January, will number 85,000, the 
same as in December, by recent O.P.A. 
announcement. 

a * i 


Saving copper and zinc— 
W.P.B. announces that by substituting 
steel for brass in certain types of am- 
munition and cartridge cases, the Army 
this year has saved over 77,000,000 Ib. 
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ef copper for other uses, where nothing 
but copper would suffice. By reviewing 
architectural and engineering specifica- 
tions for U. S. construction projects, 
in 1942 60,000,- 
000 more pounds of copper. The chain 


it was possible to save 


of substitutions is endless. Saving cop- 
per by reducing its content in the car- 
tridge brass formula, put pressure on 
(but still 
critical) material, zinc. It then became 


a relatively more pl<ntiful 
necessary to find a substitute for zinc, 
needed chiefly for galvanizing. Lead has 
now replaced zine as a protective coat- 
ing on sheet steel, used to make domes- 
tic and other non-critical items. 
bd n ue 

Limiting metal conduit and 
tubing—Installations of rigid electrical 
conduit tubing. flexible 


and metallic 


metal conduit and tubing, and metal 


raceways for enclosure of wire and 
cable, will be much curtailed, effective 
Jan. 1, under provisions of a new Limi- 
(L-225) 


products and 


tation Order 
of these 
amounts of steel that may be 


re-tricting sales 
limiting the 
used in 
their manufacture. Distributors are pro- 
hibited from making sales of any metal 
conduits, tubing or raceways after Dec. 
19, except on a preference rating of 
A-1-j or better. Manufacture of rigid 
electrical conduit will be restricted to 
40 per cent, and use of metal for man- 
ufacture of raceways may not exceed 
50 per cent of total weight of metal 
put into process for the same purpose 
during the calendor year 1941. 


Electric sirens —leading 
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ON THE PURCHASE OF THIS FINE DINNER SET ” 








LCHEK TOOLS 


Our production is now 
going mostly to war— 
going to places where 
it will do the most good 
in speeding victory. 
Out of the crucible of 
war will come new 


and even better 
Vichek tools. 


14€W CHEK 1001 <o. 


3001 E. 87th St., Cleveland, Ohio 
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TAPES 
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QUALITY IN 
Udell 


TAPE-RULES 





Like every product bearing 
the name Lufkin. our tape- 
rules are designed and built 
to be the BEST in their re- 
spective price fields. That's 
good busines for us because 
it means good business for 
you, our customers and deal- 
ers! It's what a man thinks 
of a product AFTER he buys 
it that forms his opinion of 
the dealer who sold it and 
the manufacturer who made 
it. You can be sure we will 
never jeopardize the respect 
for Lufkin products that has 
grown among your custom- 
ers only after years and 
years of acquaintance with 
dependable Lufkin quality. 


Md thst 


\GINAW, MICHIGAN New York City 


RULES PRECISION TOOLS 





wholesalers have found a new and ac- 
tive demand for electric air-raid sirens 

not only for city and community 
alarms, but for industrial concerns. Be- 
yond their availability for air-raid use, 
the field of service of these sirens ex- 
tends to fire or accident alarms—to 
signaling the start or stopping of work- 
shifts, and to calling workers to as- 
Jobbers state that 


sembly. electric 


sirens can be supplied promptly on 
A-10 or higher rating, and that the 
prices are not excessive, ranging al 
retail between $150.00 and $435.00 


Chemicals released—Recently, 
additional December allocations of 
chemicals to civilian industry were made 
by W.P.B. including copper chemicals. 
furnace-type carbon black and phenolic 
resins. These allocations do not include 
military needs. As to copper chemicals, 
there are no restrictions on end-use, but 
inventories are held to a 30-day level. 
Requests for furnace-type carbon black 
for rubber compounding were granted 
in full. For use in inks and paints, 
minor quantities were allocated to spe- 
cific users to give them the opportunity 
to make necessary adjustments to an- 
other type of black for their operations. 


a a a 


Plastic paint sales—October 
dollar sales of plastic paints, cold-water 
paints and calcimines showed an_ in- 
crease of 38.7 per cent for plastic paints 
and 10.7 per. cent for cold-water paints, 
but a decrease of 31.9 per cent for 
calecimines, when compared with Sep- 
tember, the Department of Commerce 
reports. The value of October sales, 
when compared with the same month 
of last year, shows a decrease of 34.9 
per cent for plastic paints, 7.2 per cent 
for cold-water paints and 41.4 per cent 


for caleimines. 


Construction at new high— 
The U. S. Commerce Department states 
that construction reached the highest 
level in history during the third quar- 
ter of this year, estimating the total of 
1942 expenditures for new building at 
$13,500,000,000 as against $11,000,000,- 
000 in 1941. F. W. Dodge Corp. also 
estimates 1942 construction at a new 
all-time high, but forecasts 2 49 per 
cent decline for 1943. Dodge feels that 
the number of very large projects (run- 
ning into the tens of millions of dol- 
lars) is apt to be small in 1943, as 
compared with the numerous huge proj- 
ects of 1941 and 1942. The bulk of the 
new year’s program will 
moderate-sized projects, with relatively 
few large industrial plants, 
ments, bases and supply depots, but 


consist of 


canton- 





with many new units added for ex- 
panding existing large projects. 


* ms * 


Fuller car loadings—The Of- 


fice of Defense Transportation an- 


nounces that substantial savings of 
freight cars and motor power have been 
achieved since an order issued Nov. | 
established minimum limits for loading 
of carload freight. Increases ranging 
from 14 to over 22 per cent in average 
weight of loads per car were reported 
in November, compared with October. 
Two large steel companies reported they 
had increased loadings in November 
over October from 44.8 te 49.9 tons a 
car in one case, and 48.2 to 54.3 tons 
Florida citrus fruit 
showed a 22% per cent increase in 


in the other. 
average loadings per car. 


a % * 


Record electrical output— 
Electric power production continued its 
steep year-end upturn in the pre-Christ- 
mas week, the total setting a new rec- 
ord of 3,975,373,000 kilowatt hours, 
quickly breaking the record set by the 
previous week’s output. Compared with 
a year ago, electric production in the 
week ended Dec. 19 was 13.8 per cent 
greater, the sharpest gains over 1941 
figures occurring in the Pacific Coast 
and southern states. 


% * * 


Concentration in industry 
Further plans for concentration in vari- 
ous lines of production will be an- 
nounced soon by W.P.B., although de- 
tails thus 
secret. Surveys of industries where such 


far are a closely-guarded 


a step is thought necessary are under 
way. Joseph L. Weiner, who succeeded 
Leon Henderson as director of the Of- 
fice of Civilian Supply, says that in 
any event, management and labor will 
be consulted in formulating final plans. 
He contends that concentrating produc- 
tion will increase the nation’s war poten- 
tial and will guarantee the people the 
things they must have at prices they 
can pay. He indicates, too, that the 
valuable experience in concentration of 
stove manufacture will be applied in 
future consolidations. 


* * * 


Return of the smokehouse— 


Sharply increased interest in home- 
raised meats is responsible for the con- 
struction or adapting of many new (or 
converted) smoke-houses, where hick- 
ory chips and corncobs cure hams. 


shoulders and bacon. These small 


structures are made of materials at 
hand, so no war-needed items are re- 
quired. Since 1930, the consumption of 
home-raised meats on farms has fol- 
lowed a steady upward trend. Accord- 
ing to census figures, 14,751,473 head 
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of livestock were used at home in 1940, 
compared with 11,800,000 in 1930. This 
year, especially, the farmer finds it 
logical to raise all the food possible for 
the family, since the gas and rubber 
shortage mean frequent trips to town 
are impossible. 
* 
Busy retailers—Shopping for 


the holidays, and for December's sea- 


sonal needs, seems generally to have 
fulfilled the most sanguine expecta- 
tions. Whatever of past familiar lines 


may have been missing this year in the 
stores, or may have been sold out to 
the earlier buyers—other attractive sub- 
stitute stocks were available, up to the 
before Christmas. 


last busy minute 


* 


Wholesalers’ stocks dwindle 

The closing months of 1942 probably 
mark the disappearance of many of the 
last “accumulations” of restricted mer- 
chandise, which had been lingering in 
the stocks of foresighted hardware 
wholesalers. Despite the shut-off of new 
supplies, many strong companies until 
recently have been able to stretch out, 
rather well, their service for regular 
This 
fortunate ability can hardly extend into 
1943. Supplies henceforward will re- 


flect all the curbs and s‘mplifications 


customers on disappearing lines. 


the wartime finishes and packings—as 
ruled upon by Washington during the 
past year and a half. 


a a 
Other inventories dec!ine— 
General business inventories, under 


heavy pressure of consumer buying 
power, in October, were drawn upon 
much more heavily than in September 
and were reduced by $293,000,000, the 
UL. S. Department 


ported recently. Total value of all re- 


of Commerce _re- 


ported inventories, as of Nov. 1, was 
$28.741,000,000, distributed as follows: 


Manufacturers, $17,487,000,000; whole- 
salers, $4,029,000,000; and _ retailers, 
$7,225,000,000. Inventories held by 
manufacturers increased $48,000,000 in 
October, but those of wholesalers de- 
creased $216,000,000 and those of re- 
tailers dropped $125,000,000. 
* * ok 

A proud record—Today, be- 
cause of the non-essentials which the 
people are cheerfully yielding, war 
products are pouring out of American 
plants more than four times as fast 
as in Dec., 1941. “An even greater out- 
flow for 1943 is certain,” says the Na- 
tional Associat‘on of Manufacturers. 
“hecause we have not yet reached the 
peak.” Among the production miracles 
of 1942 it Aircraft 
three and one half times that of 1941; 


lists: production 


Ordnance production six and one 
quarter times 1941; Launching of naval 
vessels, in tonnage, two and_ three 
quarter times 1941. 
me aE */” 

Other 1942 achievements— 
In the single year since Pearl Harbor. 
the American iron and steel industry 
has produced almost as much steel as 
did Germany in her entire armament 
program, 1933 through 1938. Employ- 
ment in war industries is now two and 
one half times as great as at the time 
of Pearl Harbor, rising from 6,900,000 
17,500,000 
each 


then, to today. Machine 


tool product’on month is now 
greater than the average for any of the 
full years in the pre-war decade. Cop- 
per output in the United States for 
1942 is 2,500,000 
compared with Germany’s annual con- 
sumption of 330,000 tons. America’s 
output this year, will top 


estimated at tons, 


aluminum 
that of Germany and German-controlled 
countries by about 69 per cent, and 
1943 production will be almost double 
this year’s. Railroad 
doubled 


trafic has more 


than since January, 1940. 


A Report on Reports 


LEADING business man, who 

took time out to make a sur- 
vey of Government reports his or- 
ganization must fill out, came up 
with the astounding fact that his of- 
fice averages one report every 14 
minutes of every working day. 

This report, leads us to the con- 
clusion that somebody in Washing- 
ton studies and reports on these re- 
ports. Considering the number of 
businesses (two million or so) there 
can be no doubt that reading reports 
is a major business of Government 
today. 
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Only trouble is that reading a re- 


port and interpreting it are two 
separate mental feats. Recent 
events lead observers to believe 


Washington needs more good in- 
terpreters, fewer report-readers. 
Latest news is that, after Jan. 1, 
reports by business men will be cut 
drastically, with one Government 
agency approving all surveys, re- 
port-forms and other paper-work 
sent out from any department. 
At least, it’s a good report. 
—from Nation’s Business. 


Your new customers 
want STAR 


hack saw blades 


~ we oe 


| Stas 





if you want rated orders, feature 
| STAR — the blades that are tops with ex- 
perienced foremen and machinists in war- 
production plants. These are the men who 
can give you rated orders — and who will, 
if you feature STAR — the blades they 
demand. 


For repair and maintenance jobs, 
plumbers, electricians and industrial main- 
tenance men want STAR Unbreakable Spe- 
cial Flexible because it cuts like an “All 
Hard” yet ‘is so flexible that it cannot be 
broken in use in a frame. Also ideal for 
inexperienced production workers. Every- 
one remembers its all-over green metallic 
finish. 


Free Goodwill Builder. Be sure to dis- 
play the 20-page STAR booklet “Metal 
Cutting”, a fact-packed metal sawing man- 
ual that you get free and sell for a nickel. 
Defense workers need it and want it. 

















SALES OF 1,305 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


November, 1942, Comparisons 


SUMMARY 


Vov.°42 Nov. °42 Vov. “42 Vor. 41 Oct. °42 
Vo.Stores Us. Us. 
Nov. 41 Oct.’42 


Total 1.305 l 15 $7,806,855 $7.887,657 $9,196,115 
First 10 months, 1942, showed 10 per cent gain over 1941. 
1942—$111,679,939; 1941—$101,318,691 


Per Cent Change 








Men who use glue for a living and those 
who do wood work for fun are enthusiastic 
users of Weldwood Waterproof Glue. 
From coast to coast, this strong, enduring 
glue is selling fast. 

Convenient to handle and display... 
attractively packaged in display cartons of 
10¢, 25¢ and 50¢ cans. Also available in 
i Ib. (85¢) and 5 Ib. cans 

Order Weldwood Glue and attractive, 
attention-arresting counter display (free) 
through your jobber. Act now. . . supply 
limited by Uncle Sam's war needs. 

For full information mail coupon below. 


Weldwood Glue has everything: 


1. Tremendous Strength , — 
2. Waterproof, Bacteria- 
and Rot-Proof. 


3. Quick and Easy to use. 
No heating. Nowaiting. 

- Economical. 

. Applied Cold, quick- 
setting. 

6. Stain-Free. 





‘Makes the glue line the SAFETY line” 


WELDW40Dp | 


WATERPROOF GLUE 





UNITED STATES PLYWOOD CORPORATION 
Weldwood Glue Dept., 103 Park :ve., N.Y.,N. Y. 


Please send literature, prices, disc »unts, samples 
and information on weLDwoop G .¢ dealer plan 


H.A, 1-7-45 








Vov. °42 Nov. °42 
Vumber of vs. vs. 
States by Regions firms reporting Nov.°4l Oct.°42 Dollar Sales 
New England 76 7 15 $464,340 
Maine 8 16 25 48,660 
New Hampshire 10 5 1] 48,361 
Massachusetts 40 -1] 12 267,004 
Rhode Island sg 
Connecticut 13 +11 21 62,254 
Viddle Atlantic 139 4 18 784,057 
Pennsylvania 139 1 18 784.057 
East North Central 388 6 15 2,964,357 
Ohio 109 13 1] 633,256 
Indiana 62 + 2 18 311,154 
Illinois 96 ] 17 193,625 
Michigan 34 6 18 211,431 
Wisconsin 87 7 16 414,891 
West North Central 173 + 5 21 583,069 
lowa 56 + 3 24 198,298 
Missouri 39 +2 1] 148,416 
Nebraska 38 +29 31 94,363 
Kansas 10 -2 19 141,992 
South Atlantic 51 6 13 335,330 
South Carolina 12 16 17 87,699 
Georgia 20 = 15 131,798 
Florida 19 1 9 115.833 
East South Central 13 + 4 15 99,180 
Alabama 13 + 4 15 99.180 
West South Central 110 +2 14 719,288 
Arkansas 17 + 9 16 126,105 
Oklahoma 32 +19 14 156,749 
Texas 61 5 13 436,434 
Vountain 97 + 1 14 751,063 
Montana 21 +4 12 126,312 
Idaho 2) 13 22 118.674 
Wyoming . 
Colorado 27 + 9 25 92.815 
New Mexico * 
Arizona 8 +10 2 157.862 
Utah i 
Nevada 
Pacific 258 + 5§ 13 2,006,171 
Wa:-hington 1] +10 17 273.716 
Oregon 33 z 22 231,044 
California 184 - 5 ll 1,501,411 
Chicago * 
Los Angeles 20 1 3 24 253.515 
Portland 1] +48 17 19.985 
St. Louis . 
San Francisco 25 -2] 10 178.380 
x 








1ddress 


Our Jobber is 


78 


Seattle 


*Note while stores in these states are included in grand total, figures for these 
states are not shown in this chart because of insufficient data. For states marked 
# the change was less than 0.5 per cent. Compiled by the Bureau of the Census, 
U. S. Department of Commerce 
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foaic cna Aontcncs WORK GLOVES FOR WOMEN! 


Repairs Bring Profits | 
(Continued from page 33) | Proper Sizes for Women’s Hands Help You 


stances where examination reveals | Serve Your Customers, Your Country 
the fact that parts and labor costs ad 


will be higher it is agreed that the| § 
customer is to be informed of the 
estimated price before the job is 
done. With such a system, com- 
plaints as to charges are quite 
rare and there is no obligation in 
connection with an estimate. 


On an average the charges for 
a radio repair job will average 
about $2.00 for labor plus parts 
and materials costs for a small set. 
On large sets charges will be from | 
$3.00 to $5.00 for labor. together | 
with the selling price of parts and 
materials. Howard Klauss, who 
previously did much of the ap- 
pliance and radio repair work 
himself, is now assisted by two 
part-time students. To properly 
understand the intricacies of radio 
repair work he studied in night 
school for several years. 





Ample Space 





The basement repair shop pro- 
vides plenty of room for doing a 
complete repair job. An_interest- 
ing part of the equipment in the 
shop is the tilted tool panel on 
which shears, pliers, soldering 





irons. etc., are kept when not in 
use. To assure tools being pul 
back in their proper place, each 
one has a solid outline painted on 
the panel. When a wrench, for 


WORK GLOVES ARE WAR GLOVES -— More and more women 
taking war jobs require proper fitting hand protection to work efficiently. 


example, is missing from its cus-| []Justrated are two canton flannel gloves and a leather-combination glove 
tomary place that fact is quickly 
evident as the result of its black| in three different cuff styles—typical of the work gloves pioneered by 
outline appearing on the panel. 


In peace times this repair set Boss and carrying the seal of the Boss Bureau of Standards. Work Gloves 
sein Se 


vice helped the store obtain leads 
for the sale of new sets and ap- 
pliances. Now it builds customer! glove supplies best serve the war effort. See your Boss jobber! 
good will by providing the means 


are War Gloves! By thoughtful buying, you can do your part to make 





of keeping appliances and sets in 


working order until the time when BUY U. S. WAR BONDS EVERY PAY DAY: 


new equipment may be manu- ‘ 

factured. In normal times many | ONS 
people would rather buy new sets | we He NAT 

or appliances than spend money PROTECTING 

having them repaired, and this re- Power ..- 
pair service is not only a good HAWD- 


traffic and good will builder but 









is also an excellent source for 






leads for the sale of new merchan.- | 


dise after the war is over. THE BOSS MANUFACTURING COMPANY, KEWANEE, ILLINOIS, U. S. A. 
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Available in 10# 
packages as well 
as 40 oz. (Walvet) 
and 12 oz. [Cleve- 
land) packages. 


Has WALVET and 
CLEVELAND CLEANER 


and a NEW Improved Package 






Takes Their Place 


Yes, the tin that would have been used in Walvet and Cleveland 
Cleaner cans has gone to war. But these two products are ready 
in a new and improved package—one that does not require essential 


war materials. So you are assured that you can sell these products 


NOW! 


—which you know will sell. 


Order from Your Jobber Today! 


THE CLEVELAND CLEANER & PASTE CO. 
Cleveland, Ohio 













delicate 


Exceedingly 
Strong and 
yet can be used 
on the most 


machinery. 


No Priority 
Needed 


Made of Cellulose 
Nitrate Plastic 
—No Metal. 


Patent Pending 


U 








Replaces 
rawhide 
and 
rubber 
mallets. 


NBREAKABLE = | AMBER 
MAR- > -PROOF 


We have brought 
it out for the 
Retail Hardware 
Store to reach 
mechanics. 


No. 160 Assortment consists of six mallets— 
2 each 34” diameter, 1” diameter and 1%” diameter 


with 
Open stock on 
Open stock on 


an attractive display card. 
3%” to 114%4” diameter curved head 
1%” to 2” diameter straight head 


Prompt Deliveries — Ask your jobber's salesman for catalog pages or write direct for 


Sold only 


pages and nearest jobber. 


‘FULLER BROS., 207 West 25th St., New York City 


through regular hardware jobbers. 


N. Y. Representative: A. E. Fuller, 16 Hudson St., N. Y. City 
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And Still Available for Hardware Distribution 


All-Wood Shoe Rack 


Sturdy, light-weight shoe rack that 
can be hung on a closet door or wall 
or used as a floor rack. Constructed 





entirely of wood without nails, screws 
or other metal parts. It is simple in 
design, has a natural wood finish and 
is easy to keep clean. Will hold from 
-ix to nine pairs of men’s shoes, or at 
least nine pairs of women’s. Packed 
knocked down in a shipping container 
and weighs less than three lb. When as- 
sembled it is 21% by 20 by 6% in. 
Simple assembling instructions are fur- 
nished the consumer. Met-L-Top Tables, 
Inc.. Wood Products Div., Milwaukee, 
Wis. 


Circular on Taps 
and Tapping 


The Greenfield Tcp & Die Corp., 
Greenfield, Mass., has prepared a series 
of educational circulars to show con- 
sumers how to make small tools last 
as long as possible. The first of this 
series, entitled “Tap Talk,” is an in- 
troduction to the subject of taps and 
screw threads. Subsequent circulars in 
the series will include “Grinding Taps,” 
“How to Order Special Taps,” “Tap- 
ping Lubricants,” etc. They will be in- 
troduced at intervals of four to six 
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weeks. Copies of the first circular are 


now available. 


Razor Blade 
Sharpener 


“Blade Master”—the new model “C” 
is a metal-working machine without 
a single metal part. Quantity produc- 





tion is now under way. Blade Master, 
Inc., 90 West St., New York City. 


Wooden Weaner 


This wooden weaner is made of hard 
birch, filled and finished with non-toxic 
lacquer. It requires a minimum of steel. 
Steel parts are electro galvanized to 
prevent rusting. It is made in two pieces 
which can be turned or spread to make 
application easy and simple. Two holes 
are provided to insert nails. Imperial Bit 
& Snap Co., 1400 Clark St., Racine, 
Wis. 





“Reflecto” Signs 


Built of durable hardwood with cut- 
out letters set with patented lenses, 
especially designed to catch and reflect 





the light. According to the manufac- 
turer, they are visible day or night. 
Come in a variety of color combinations 
made to blend with surroundings. 
Panels with stakes or brackets are also 
available. Single letters with screws for 
easy attachment to any surface can also 
be supplied. Reflecto Letters, Inc., 110 
W. 27th St.. New York City. 


Water Putty in 
New Package 


Due to the demand for this product 
for industrial uses, Donald Durham Co., 
203 School St., Des Moines, Iowa, is 
now packaging its “Rock Hard” Water 
Putty in fiber drums, containing 25, 
50 and 100 lbs. This plastic repair 
material in powder form can be made 
ready for use by just adding water 
and is said to harden in about 30 min- 
utes. Maker states that it will not shrink 
but adhere permanently to wood, 
cement, plaster, tiles, composition and 
stone. This product can still be obtained 
in the one and four pound sizes. 
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Line of Files 
for Naval Bronze 


Nicholson File Co., Providence, R. I., 
has announced a line of files for use on 
naval bronze. Manufacturer states that 





For Naval Bronze 


these files have very sharp teeth that 
will retain their sharpness and at the 
same time will stand extra abuse. Teeth 
are shaped so that they will not dig 
into the metal which results in a good 
finish and counteracts any tendency of 
the files to run off to one side, accord- 
ing to the maker. Available in same 
types and sizes as the regular purpose 
files. 


Luminous Plastic 
Switch Plates 





A complete line of luminous switch 
plates that are said to glow in the dark. 
Molded of a plastic material that has 
great light retaining qualities, accord- 
ing to the manufacturer. If subjected 
to the room light of an average home, 
which approximates 12 candle power of 
light, it is claimed that these plates 
will gradually dispel their light storage 
in the form of a phosphorous glow in 
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the dark for at least two hours. Maker 
says that the longer they are exposed 
and the brighter the light, the longer 
they will effectively glow. Available in 
a complete assortment of single gang 
styles (toggle, duplex receptacle and 
push button) and double gang styles 
(double toggle, combination toggle and 
duplex receptacle). Supplied in as- 
sorted colors which harmonize with 
most interior decorative effects. Color- 
ful display mounts five of different 
styles available. Gits Molding Corp.. 
1600 Huron St., Chicago, Il. 





| Blow Torch Wall Chart 


The Turner Brass Works. Sycamore, 


Ill., recently produced a two-color wall 
chart, entitled “Know Your Blow 
Torch.” The chart was designed in 


answer to many appeals from war in- 
dustries and defense training schools 
for service and maintenance informa- 
tion on tools being used in war work. 
It shows and labels all parts of a blow 
torch and = gives lighting instructions 
and safety hints in action pictures. 
This chart is furnished free of charge 
to industries and schools if a_ re- 
sponsible party will write to the com- 


| 
pany. 
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UST as our war monsters 

are built for tough jobs and 
rough handling —so MAGOR 
HAND SHOVELS are 
manufactured from the 
toughest steel to insure 
that extra strength 
needed in tough war- 
time jobs. 





‘“Spot-a-plane” Game 


A timely and instructive game which 
combines the elements of skill and 
chance. It requires the memorizing of 
the silhouettes of Allied and Axis 





planes and is designed to help make 


each player an expert plane spotter. 
Each player in turn selects a silhouette 
card and tries to identify it. Progress 
up and down the board is intensified 
by the use of the Army and Danger 
Flash cards which keep the planes cir- 
cling back and forth over enemy terri- 
tory. Equipment includes plastic planes, 
finished playing cards, full color fold- 
ing playing board and charts. Entire 
equipment with illustrated instruction 
booklet is packaged in a display box. 
Toy Crections, Inc., 200 Fifth Ave., 


New York City. 
* 
& 
# 
CTORY 
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Every purchase 
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ol BAY 
SEED DISINFECTANTS 


FOR EVERY MAJOR CROP 


~ 


Needed more now 
and STILL AVAILABLE! 


EVEN though mercury is an essen- 
tial war material, seed treatment is 
considered so important to the 
nation’s agriculture that produc- 
tion of Du Bay Seed Disinfectants 
has been reduced only slightly. 
Give farmers this assurance that 
their seed treating needs will be 
met! And at every opportunity, 
urge Du Bay treatment—to help 
growers obtain better stands and 
yields now, when they are desper- 
ately needed. To help still further, 
order Du Bay stock early—as much 
as you will sell! Display material 
and newspaper ad mats or electros 
sent free. Write today, asking for 
list of nearest Du Bay jobbers. 


BAYER-SEMESAN COMPANY 
Dept. H-13, Nemours Bidg., Wilmington, Del. 








Outshines all others—in dependa- 
bility, economy, and durability. All- 
weather controls, Air Flow Combus- 
tion, Rising Cone Burner. Windproof. 
Leakproof. Sells because it looks 
better. Stays sold because it is better. 


EASIER TO SELL...In Two Handy Sizes 











Embury Mfg.Co., Warsaw,N.Y. 


_ WHAT 


| Composition 

Stair Treads 
“Dura-Val”—stair treads made of a 
new composition material that is said 
to look, feel and wear like rubber. 
Manufacturer states that the product is 





not affected by shortages or prioritie~ 
and available for immediate delivery. 
Treads come flat or with curved nosing. 
Sizes—9 by 18 or 9 by 24 in. So-Lo 
Worl:s. Loveland, Ohio. 


“Authentique” 
Furniture Cream 


Maker states that it cleans, polishe- 
and nourishes the wood, leaving a pro- 
tective film. It is said to be blended 
from the finest ingredients, free from 
harmful chemicals and will not leave 
a sticky or gummy surface for dust and 
dirt to collect on. Easy to apply. This 
cream is put up in 12 oz. bottles packed 
one or two dozen to the carton. Dealer 
discount is 40 per cent F.O.B. New 
York. Philadelphia Craftsmen, Inc., 424 
Madison Ave.. New York City. 


Soot Remover 


“Soot-Go”—for removing soot from 
chimneys, furnaces and flues. By swilt 
and thorough chemical reaction, it is 
said to destroy the affinity of all soot so 
that it is eas‘ly removed by subsequent 
heat and natural draft. Maker state: 
that it is non-inflammable and _ non- 
explosive and can be used for coal, oil 
and gas furnaces. Easy to use, it is 





SHEW 





simply sprinkled on the fire. Packed 
in 1-lb. cartons. A. L. Wilson Chemical 
Co., 545 N. Arlington Ave., East 
Orange, N. J. 


“Speed-Easy” 
Wall Finish 


An oil-type flat wall paint that thin- 
with water and is especially designed 
for application over wallpaper, also 
painted or unpainted plaster, brick, 
cement, concrete and building tile. Has 
a resin and oil emulsion base. Maker 
states that the water evaporates in about 
an hour’s time after application, leaving 
a durable and washable oil-type flat 
finish. A gallon of the paste is said to 
make one and one-half gallons of 
ready-to-apply finish. One coat is usual- 
ly sufficient to cover properly. No 
primer, sealer or undercoat need be 
applied except over wood and unpainted 
plaster. Quick and easy to apply. Comes 
in eight standard colors—tusk ivory, 
colonial cream, sahara buff, mist green, 
peach, wedgwood blue, sunlight, dawn 
gray, also white—which can be inter- 
mixed to create other combinations. 
E. 1. du Pont de Nemours & Co., Paint 
and Varnish Div., 7151 du Pont Bldg., 
Wilmington, Del. 


Lathe Center 
Graphite Lubricant 


This product is a combination of 
pure flake lubricating graphite and 
other specially formulated ingredients 
made to withstand the extremely high 
temperatures developed at the dead 
center in lathe work. Said to effectively 
control overheating and protect dead 
centers against scoring and softening. 
therefore reducing wear of the dead 
center. Maker states that it has many 





uses as an anti-seize compound where 
a lubricant of extreme film strength is 
required. Sold in 1, 4 and 8 oz. col- 
lapsible tubes. Joseph Dixon Crucible 
Co., Jersey City, N. J. 
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Jebbers .- + Dealers ... Please Remember... 


War Work Our Plant Is Doing for VICTORY 
Limits Our Supplying Big Demand for 


CHICAGO LOCKS 


We'll Supply You as Long as We Can 





, ja! Remember, too, that All CHICAGO 
us By, Locks—lock BOTH SIDES of 
—_— Shackle. . . . This ‘‘Double-Lock- 


ing—Double Security’’ promotes 
quicker, easier sales—with every 
sale winning extra Customer Good 
Will—for YOU! 


There's a "CHICAGO" 
Lock for EVERY Need 


Padlocks, ‘‘Ace’’ Locks, Cylinder 
Locks, Single, Double Bitted. 
Locks for Burglar Alarms and 
Airplanes. 











Drawer Lock No. 1970 


Cut Open View, Actual Size Shown Half Size 


CHICAGO LOCK CO. 


2024 N. RACINE AVE., DEPT. 1, CHICAGO, ILL. 











ampa FUustcs- 


Kampa Plastic Plumbing Parts represent a complete package 
of plumbing items. They are available at a time when con- 
ventional materials are difficult to obtain Each Kampa 
part is a definite development and improvement in plumbing 
application Kampa Plastic Plumbing Parts replace critical 
material. They are available for immediate delivery. Each 
part packed in convenient display cartons 











DRAIN 


FLUSH FLUSH 
FLOATS stoppepc 


ELBOWS BALLS 


KAMPA MFG. CO. 


Plastics Fabrication 


12132 W. CAPITOL DRIVE - MILWAUKEE, WIS. 
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Windmill 


SKY CREWS 


Needed Immediately 


















How many windmill wheels are gone with the wind 
in your territory? Dozens of towers are standing 
idle, with crumpled vanes or no wheel at all. 
Here is your chance to speed up Food for Vic- 
tory production... help win the war and earn 
extra income on the side. Why not make a 
lightning checkup of all windmill towers in your 
vicinity? Baker will supply Monitor wheels and 
repair parts wherever humanly possible. If a 
farmer no longer needs his tower, it can be 
erected for someone who does. Every idle well 
should be repaired. Let the world know 
your Monitor SKY CREW is equipped to 
start the farm heart pumping again. 






te PUMPS DISTRIBUTED BY . 
WINDMILL BAKER MFG. CO.: M lis, Minn.; Mod Wis.; 
mPs Ac Ks? Fort Dodge, !a.; Cedar Rapids, la.; Fredericksburg, 
o PU S la.; Omoho, Neb.; Konsas City, Mo.; Enid, Okla.; 
/ HAND PUMPS Hutchinson, Kan.; Brandon, Manitoba, Canada. 
suPPLI ‘eee AXTELL CO.: Fort Worth, Texas; Amarillo, Texas; 
wett Lubbock, Texas; San Angelo, Texas. 


BAKER MFG. CO., EVANSVILLE, WIS. 





Laboratory Tes 
Proue That . R 


| —~ | 
TQ RoR IE anti-Rust 


PERMANENT TYPE 
ANTI-FREEZE is 
SAFE! 


NON-CORROSIVE! 
ODORLESS! 


One shot lasts the yearl Made of non-critical ma- 
terials. Get your supply of safe, laboratory tested 
Top Line anti-freeze while we still have a supply. 
Send your order in now! 


BOND ANTI-FREEZE FACTORY 


TOP@LINE pivision 
-CHEMICALS ¢# SOUTH 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 
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GARDENFE>| LAWN 
AND bain TOOLS 









TOOLS ESSENTIAL Sumveie 
TO HIGHEST FOOD a,” 
PRODUCTION Weeds! 





Norcross Rotary 
(No.10-N) Cultivator 


Because it's attractive, sturdy, does many jobs 
well, saves drudgery—this unit is a staple fast 
seller. Complete with attach 
ments and leaf guards. Priced 
to move! 






HAND CULTIVATOR 
Asparagus (No. 55-N) 


Knife Practical, durable. Detach- 
A neater appear able prongs. 4’ selected white 
ing tool, designed ash handle. Very popular 
ter actien! Supe- seller. ALSO COMPLETE 
rior to any on LINE OF WEEDERS. CUL- 
the market. TIVATORS, MULCHERs. 


Ask Your Independent Jobber 


C. S. NORCROSS & SON | 
BUSHNELL, ILLINOIS 


et UALITY GARDEN TOOLS SINCE 1891, 








Ry, 
co. | 
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WHAT'S NEW 





Plastic Stove Board 


A one-piece densely pressed fiber- 
board impregnated with plastic in which 
no critical materials are used. Protec- 





tion for floor coverings and floors. Said 
to be a strong, light but rigid board, 
suitable for coal, wood, gas and oil 
stoves. Maker states that it is easy to 
keep clean, will not warp, lays flat 
and stays flat. The finish is natural 
walnut, two-tone color lithographing 
with a clear, hard top coat to protect 
the decoration. Highly resistant to fire 
and water, according to the manufac- 
turer. Score lines which parallel all 
edges are said to provide a trap for 
leaking fuel when it is used under oil 
stoves. Corners are rounded and all 
edges are quarter-rounded. Service In- 
dustries, Inc., 2025 S. Calumet Ave., 
Chicago, II. 


All-Wood Ski Sled 


“Go Devil”—a ski sled made entirely 
of wood. Each sled comes with a pack- 
age of special ski wax that is easily 
applied to the runners. Sled glides 
straight and true over all winter sur- 
faces, light or deep snow, ¢leet and ice, 





according to the maker. Easy to handle, 
it is of light weight. Strand Ski Co., 
New Richmond, Wis. 


Ski Catalog 


The 1942-43 catalog was recently is- 
sued by the Northern Ski Mfg. Co., St. 


Paul, Minn., and Laconia, N. H. This 
book illustrates and describes the com- 
plete line of Northern skis of various 
types, toboggans, hockey sticks and 
snowshoes as well as accessories such 
as ski bindings, ski poles and ski waxes. 
Skiing instructions for a beginner, 
which were prepared by C. A. Lund, 
president of the company, are also given 
in the catalog. 


All-Purpose 
Utility Set 

“Vitex”—a 17-piece all-purpose util- 
ity set made of crystal and transparent 
plastic. Contains pik-it, corer, juicer, 


Conca 
4vitee 
STRaimen 
ataoen 
SALA® bong 


PARING Kuiee 
UriITY amine 





strainer, spreader, salad fork, salad 
spoon, paring knife, utility knife, safety 
grater, mayonnaise spoon and six corn 
holders. Attractively packaged for sales 
appeal. Renwal Mfg. Co., Inc., 17 E. 
22nd St., New York City. 


Myers Calendar Poster 


The F. E. Myers & Bro. Co., Ashland, 
Ohio, has published its new calendar 
poster for 1943. The poster mailing, 
numbering some 40,000 copies, was 
released between Christmas and New 
Year’s to all the company’s dealers and 
distributors. Of interest is the form 
and treatment of the Myers calendar 
po-ter, which is a tradition with the 
company, the first edition being mailed 
to the trade more than 50 odd years 
ago. The poster illustrates the many 
Myers products including pumps and 
water systems, sprayers and acces:ories, 
hay unloading tools and door hangers. 
Limited quantities are available to dis- 
tributors as long as the supply of these 
calendar posters lasts. 
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BOMMER 


SPRING HINCES 


ARE THE BEST 


ESTABLISHED 1876 





66 Years of Bommer Experience, 

Bommer Facilities and Bommer 

Spring Hinges Help to Swing the 
Tide to Victory. 







TRADE MARK 





Double Action 
Standard Type No. 29 


Single Action 


VAUGHAN NOVELTY MFG. CO., INc. Standard Type No. 0 


““World’s Largest Manufacturer of Bottle Openers and Can Openers” 


3211 - 25 CARROLL AVENUE CHICAGO, 1S eee ee BOMMER SPRING HINGE Co., BROOKLYN, N.Y. 


ae ae 1 WAR BONDS AND oo). a 2 2 2 CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 














From Youngster " 
to Soldier 







s a aa 
Keeping ’em Fit 
Wherever facilities permit — in 
Camps—on Battleships, Carriers 
or in foreign lands, “CHICAGO” 
Roller Skates are keeping our Sol- 


diers—Sailors and Marines happy 
and healthy. 


ryNGee 


Roller Skates 


For the duration “CHICAGO” Roller Skates are serving the 
war effort and we're proud of it. Tell your customers to give 
their skates the best of care, until it’s over—over there. 


CHICAGO ROLLER SKATE CO. 


4456 West Lake Street Chicago, Illinois 
JANUARY 7, 1943 87 





Machine guns, anti-aircraft guns, rifles, cannon, pistols 

. they're all making things mighty hot for Hitler 
right now. And because it’s more important to mak< 
things hot for Hitler than to make things warin for 
America, Economaster materials are now going into 
those guns. 











When things get too hot for Der Fuehrer, though, and 
the ratzies beg for peace, Economaster will be back 
again, giving quick, healthful, economical heat for 
your customers—quick, profitable sales for you. 
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YOUR ECONOMASTER 





ECONOMASTER 
PRODUCTSCO., Inc. 


A TENNESSEE VALLEY APPLIANCE 
CRGANIZATION 


117-119 Ninth Ave., North 


Nashville, Tenn. 
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WHEN PEACE COMES AND 
LOW COST POWER IS 
AVAILABLE TO ALL. 







Plant at Shelbyville, Tenn. 
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No More Damage from Condensation 
or Sweating Pipes, Tanks, Walls, 
Ceilings and Air Ducts 


“yn ASURE CURE 


This sensational plastic cork coating pre- 
vents condensation drip from metal, con- 
crete, brick, wood, plaster or composition 
surfaces. 

Permanently protects metal against rust 
and corrosion, thus prolonging life of 
pipes, tanks, etc. Forms a moisture-proof. 
insulation type coating impervious to acid 
and alkali. 

Stucco-like finish requires no mainte- 
nance and can be painted any color. 

A gallon covers about 30 feet of 1” O.D. 
pipe. Comes in 1, 5 and 55 gallon drums. 

Nationally Advertised. Demand is grow- 


ing rapidly with good 
<, 
5s 
a 











profits for dealers. é 


Order from your Job- ~ 

ber or write for Hand- Py 

book and local Sales 
Helps. 


Immediate Shipment —_ 
J. W. MORTELL CO. 


Technical Coatings Since 1895 
508 Burch St. Kankakee, III. 








Holmes’ 
TOP NOTCH 
Vegetable Seeds 


Are Leaders 
For Uniform Quality 
© 
Well-known—easy to sell— 
More Popular Each Season 
oa 
Write for Special Prices 
for Delivery of 
New Crop 


HOLMES SEED CO. 


Seed Growers 


Canton Ohio 
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Some Thoughts on the 
Post-War Situation 


(Continued from page 32) 


process the whole nation will, | 
believe, suffer, since the result has 
been the formation of a great pres- 
sure group whose very purpose is 
to eliminate the rapid readjust- 
ments necessary at certain periods 
in costs and prices. I believe the 
basic economic fact to be that as 
we advance further and further 
with social security as adminis- 
tered by government (this, of 
course, being nothing more than 
a paternalistic saving for the less 
provident individual) there must 
as an offset be an even greater 
than normal recognition of the 
necessity for cost and _ price 
fluidity. If this is not recognized 
after the war then to my mind we 
will sooner or later not only 
suffer a depression, which basic- 
ally is nature’s way of forcing cer- 
tain necessary readjustments, but 
we shall have an unnecessarily 
prolonged depression such as we 
experienced from 1929 up until 
the time of the present world war. 


American Genius 


The most encouraging aspect 
of our post-war situation lies in 
the inventive and engineering and 
management genius of our people. 
The productive firms of the coun- 
try are paying more and more 
attention to the necessity of mak- 
ing in peace time as well as in 
war time their constructive con- 
tribution, which is to manufacture 
and sell better and better goods at 
lower and lower prices. This fact 
has been asserted and reasserted 
by economists and businessmen 
and students and yet even today 
the predominant forces in the 
country, i. e., labor and .adminis- 
trative federal government, give 
no recognition of the smallest ink- 
ling of understanding of these 
truths. We are still, I believe, fol- 
lowing false gods who are not 
fully recognized for what they are, 
although perhaps there is a grow- 
ing awareness of their dangerous 
character. 

The magnitude of our war effort 
and the magnificent contribution 
of productive enterprise to it, 


naturally tend to obscure the dev- 
astating inroads of bureaucracy. 
This tendency I mention only to 
emphasize the importance of a 
change of trend in our post-war 
reconstruction. This necessity in 
fact is so great that in my opinion 
no speech on our post-war situ- 
ation would be even reasonably 
constructive unless it called atten- 
tion to the necessity for liquidat- 
ing a large part of our adminis- 
trative monster. 

In addition to the tendency of 
excessive taxation to dry up the in- 
itiative of the individual, there is, 
of course, the same tendency with 
respect to corporate enterprise. 
Businesses, just as individuals, 
will let well enough alone when 
their rewards are circumscribed 
and the risks are great. This is no 
criticism of human nature but 
simply a recognition of it. Men 
naturally wish to do well for 
others, but their first consideration 
always has been, and I believe 
always will be, the effort to excel 
and to protect oneself and one’s 
family against the future. All of 
this means that in setting, through 
taxation or otherwise, the limits 
of the rewards of management 
and of capital, we must after the 
war be careful not to kill the dy- 
namic character of our economic 
life which has been the outstand- 
ing characteristic of our entire 
country’s development. 


Hope for the Future 


In closing I want to say that 
there is no intention of pessimism 
in anything which I have said. 
In fact, I think it is tremendously 
optimistic that men in the United 
States still will express their 
views, even though they may vary 
greatly from the thoughts of 
others. I think the fact that we 
still do this even in war time with- 
out fear is the greatest possible 
hope for the future. Basically, 
our greatest danger would be if 
we allowed free expression in the 
pulpit, on the platform, over the 
radio or in the press to be unduly 
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THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 


BETTER SASH CORD 


LOWER PRICED GRADES 
co EDDYSTONE 
PELHAM 
\ Mills — Chattanoochee, Ga. NUCORD 
* ¢ Sales—99 Chauncy St., Boston BENGAL 




































WHALE BRAND 
HACK SAW BLADES 


Each Forsberg HY-FLEX BLADE 
that carries the famous WHALE 
BRAND mark of quality is scientifi- 
cally heat treated to “beat in” the 
toughness that gives these blades | 





practically equal performance with 
high speed, tungsten steel. They’re 
gauged and checked throughout ev- 
ery step of their manufactu-e and 
given a stiff bending pounds test be- 
fore you get them for sale. 


The same characteristic Forsberg 
standard of quality is reflected in the 
popular line of WHALE BRAND 
Hack Saw Frames. Machine shop 
mechanics and electricians have found 
these rugged Frames always reliable. 
They’re priced right, moreove-, to 





give you over the counter action. 


Ask for the WHALE BRAND cata- Fittings and Joining Hardware for 


lo hat describ hese and her 
wet Fonkag Took | ARMY- NAVY -HOME- AND ESSENTIAL NEEDS 
CONTRACTORS—MANUFACTURERS 





pry age Se maly e Kents ON WAR WORK 

BRAND HACK SAW See your Hardware Dealer or Jobber 
FRAMES and WHALE \ »? Balanced stock on hand of essential Hardware including many 
BLADES e@ COPING special fittings, for war work, Q.M.C., ORD., etc. 

SAW FRAMES AND 

BLADES @ SCREW CHAS. 0. LARSON CO. e STERLING, ILLINOIS 


DRIVERS e HAND [le MFG. Co., BRIDGEPORT, CONN., U.S.A. 
DRILLS@ BAND SAWS 














IVT a ah AH peti || SANDVIK 


OLDEST POTTERY IN AMERICA PULPWCOCOD SAWS 


ESTABLISHED 1840 
AND 


BUCK SAWS 
[FOR CUTTING FIREWOOD) 
¢ SAVE TIME 
e SAVE ENERGY 
¢ SAVE STEEL 


Through your regular suppliers 
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wares Spe 


WHEEELLL ELL LET 


— 

— 

—_— 

—— 
oe 
——. 
—_—- 
— 
—__ 
Ce ————— 
—_— 
oe 
—_— 








Ware. “Equipment: or write Factory Sales Office: 
Meder® trations SANDVIK SAW & TOOL CORPORATION 
write for Illust 47 WARREN STREET NEW YORK, N. Y. 
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mowsx STEEL RODS 


Have Joined 
the Fighting 
Forces! 


We are illustrat- 
ing the 1943 model 
of Premax Rods— 
a towering tubular 
antenna which will 
carry radio mes- 
sages to all parts 
of the world. Our 
entire production 
is now devoted to 
the war effort. 


Fremaxfoducls — 


DIVISION OF 


CHISHOLM-RYDER CO. INC. 


4307 Highland Ave., Niagora Falls, N. Y. 


Are you gelling 


YOUR SHARE OF 


INDUSTRIAL 
SOLDERING IRON 
BUSINESS? 





One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

lilustrated here is No. 600-10 (100 


watts, %& im. tip) from the line of 
DRAKE Industrial Soldering Irons. 











3656 LINCOLN AVE. CHICAGO, ILL. 
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ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


circumscribed. Then I| should in- 
deed worry about our post-war 
future internally and in terms of 
what we may do for the rest of 
the world. If, however, we can 
bring to bear on public opinion 


Due Only to 


HEN you receive notice that 

we are cancelling an order of 
yours, do not think that this is light- 
ly considered or thoughtlessly done. 
It hurts not to be able to recipro- 
cate your past favors; but a 
determination which you share with 
us to defend our firesides and the 
high principles enunciated by our 


the free expression of all points 
of view, I feel that after the war 
no matter what the burdens we 
must bear this great country of 
ours is destined for a magnificent 
future. 


Necessity 


forefathers in the Constitution have 
made it necessary for us to enter 
whole-heartedly into our govern- 
ment’s plan for all-out war produc- 
tion. Orders that we cancel are from 
necessity. 


-Patent Novelty Co 
Fulton, Ill. 
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“MEET MY NEIGHQOR HELL BE NEEDING A SNOW SHOVEL OF 


HIS OWN NOW IM MOVING 
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4 COLOR 
COUNTER 
DISPLAY 






PATENTED 





Feature RUBYFLUID 
SOLDERING PRODUCTS 


Place the colorful self- 
selling Rubyfluid counter 
displays in your store. Sell 
Rubyfluid Flux and Solder- 
ing Paste to your custom- 
ers. They build goodwill 
for you because they're 
fast acting and reliable. 
Joints are soldered without 
fuss or bother. 


Ask your jobber for Rubyfluid 


RUBY CHEMICAL CO. 


58 McDowell St., Columbus, Ohio & 


















For 
THE Famous 


RED com FLUX 


FOR CRE ON Att mE tALE 

















YEARS OF SERVICE 
TO THE FARMERS OF 
AMERICA 


That's how long Star Shares have been cutting plow- 
ing costs! Now .. . “tops” for longer wear is this 
specially constructed lister share with its extra-heavy 
l-piece point and extra-thick center rib of solid steel. 
Like all Star Shares, it is fully guaranteed as to quality, 
fit, and finish. Patterns are available for practically 


all plows, listers, middlebreakers in No. 1 soft center 
or No. 2 crucible steel of the highest quality obtain- 
able. 


Send today for catalog and trade prices. 


ts 
STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IROW & BOLT CO 


CARPENTERSVILLE, ILLINOIS, U.S.A. 


ESTABLISHED 










1873 


IPALAZN a 


Good Service 





for Safety . Economy - 


THE CLEVELAND CHAIN & MFG. 
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Full featured: High quality 


length; hand-ground bit; many 


tised in ''Popular Mechanics'’ 
models have transparent, un- 


and ‘Popular Science'’ to 
reach war workers. 
Order Thru Your Jobber. 


84 Exchange St., 


breakable insulating handles 
Plus the patented, exclusive 
Gripper that doubles the 


UPSON BROS., INC. 


l): F-7FF’ A SUPERIOR SCREWDRIVER J9Z ZZS THE AUTOMATIC GRIP 
R\\' " ae = blade, tempered entire qoaiity ‘serewdriver. Adwer- 


ROCHESTER, N. Y. 
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Until the War Effort is Served 


NEW HAIR CLIPPER MANUFACTURE IS SUSPENDED 


Materials and equipment ordinarily 
used to produce Brown & Sharpe 
Hair Clippers are being directed 
for the present to work considered 
more essential by our Government. 


TO 90° BELOW FREEZING 





W100 ANTI-RUST 


PERMANENT TYPE 


ANTI-FREEZE 


And that’s not Lo-Zone’s only guarantee. For 
besides positive protection to 90° below freezing, 
Lo-Zone, according to prominent, laboratories, is 
safe, non-corrosive and odorless. Will not attack 
rubber hose, metal or gasket material. You can be 
sure of satisfied customers when you sell Lo-Zone. 
Get your order in now! 


VO-TORE cHEMICAL WoRKS 
CHEMICALS #4 SOUTH- 


117-119 NINTH AVE. NORTH NASHVILLE, TENNESSEE 





WELDED AND WELDLESS DR 
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STAR DRILLS 


GUARANTEED 2 FOR 1 


OXFORD TOOL COMPANY 


G. G. CAMPBELL, Pres. 
1633 N. 2nd Street Philadelphia, Pa. 


OxLtsn) 









COOK’S 


NEW STREAMLINE 


SUPER VALUE 
NAIL CLIPPER 
Kir dipog nie, 10° 
Ole, cleaner. Heavily 


nickeled. Dos. on colorful card 
at jobbers’. Send for details 


THE H. C. COOK CO. 
i Beaver St. Ansonia. Cons 


"KEY BLANKS 


OF EVERY DESCRIPTION 


i 


Catalogue on Request 


GRAHAM MFG. co. 


Derby. yo “v. S. A. 




















“STEEL MORTAR BODS 
No dripping onto 
the user's back. 


Made entirely of 
stee) with wooden 
shoulder saddle 
and handle 
Edges are heav- 
tly reinforced. 
The fork. is 
pressed from 
heavy gauge 
steel. 





Write for prices. 
The Govetané Wire Spring Co. 
38th St. and Hamilton Ave. 
& a Cleveland, Ohio ‘@ = 














TROY—BEST 


File Handles 





(Patented), assures better workmansiiis 
and safety to user. A favorite for over 





TROY FILE WORKS 
Troy, Est. 1831. N. Y. 








GUNSHIN® 


< 


CHAMOIS 


MADE IN U.S A 


“ASK YOUR JQB8868R 
POR GUA EXTRA VALUE 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 
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Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 18-20, 1943, 
at the Hotel Sherman, Chicago, Ill. 


E. G. Lindquist, 1319 S. Michigan Ave., 
Chicago, is secretary. 

American Hardware Supply Co., 
annual convention, January 25, 26, 1943, 
at company headquarters, 41-43 Termi- 
nal Way, South Side, Pittsburgh, Pa. 
William M. Stout is general manager. 

American Toy Fair, March 8-20, 
1943, inclusive. Permanent exhibits at 
200 Fifth Ave., New York City; 1107 
Broadway and other permanent show- 
rooms and at the Hotel McAlpin, Broad- 
way and W. 34th St. The fair will be 
sponsored by Toy Manufacturers of the 
U. S. A. Inc., 200 Fifth Ave., New 
York City, James L. Fri, managing di- 
rector. Horatio L. Clark, assistant di- 
rector is in charge of the fair. 

Bicycle Institute of America, Inc. 
(formerly Cycle Trades of America, 
Inc.), annual meeting, Thursday, Jan. 
21, 1943, at the Commodore Hotel, New 
York City. Miss Cecile Meehan, 122 
E. 42nd St., New York City, is secretary. 

California Retai! Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1943. Headquarters and sessions at 
Hotel Whitcomb, San Francisco. LeRoy 
Smith, 417 Market St., San Francisco, 
is secretary. 

Carolinas, Hardware Association of 
the, annual convention during the sec- 
ond week of June, 1943, at Raleigh, 
N. C. Headquarters and sessions at the 
Sir Walter Hotel. C. B. Gladden, 407-11 
Commercial Bank Building, Charlotte, 
N. C., is secretary. 

Hall Hardware Co., annual con- 
vention, during the week of February 
15th. Details will be announced in a 
later issue. S. P. Duffy, Hall Hardware 
Co., Minneapolis, Minn., is manager. 


Iowa Retail Hardware Association, 
annual convention, Feb. 10-11, 1943, at 
Des Moines, Iowa. Headquarters and 
sessions at the Fort Des Moines Hotel. 
Philip R. Jacobson, Mason City, Iowa, 
is secretary. 

Kentucky Hardware and Implement 
Association, annual convention, Jan. 
19-20, 1943, in Louisville, Ky. Hotel 
headquarters and sessions at the Ken- 
tucky Hotel. J. M. Stone, 315 Kentucky 
Hotel, Louisville, Ky., is secretary. 

Minnesota Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 26-28, 1943, in St. Paul, Minn. 
Headquarters, sessions and exhibit in 
the St. Paul Hotel. C. J. Christopher, 
Nicollet at 24th St., Minneapolis, Minn., 
is secretary. 

Missouri Retail Hardware Associa- 
tion, annual convention, Feb. 16-17, 
1943, in St. Louis, Mo. Hotel headquar- 
ters and sessions at the Jefferson Hotel. 


Louis C. Kreh, 323-324 Wainright Build- 
ing, 7th and Chestnut Sts., St. Louis, 
Mo., is secretary. 

Mountain States Hardware & Im- 
plement Association, annual convention, 
Jan. 19-20, 1943, at Cosmopolitan Hotel, 
Denver, Colo. John J. Bartlett, 637 
Pine St., Boulder, Colo., is secretary. 


New England Hardware Dealers As- 
sociation, annual convention, Feb. 16-17, 
1943, in Boston, Mass., at the Hotel 
Statler. Russell R. Mueller, 189 Dart- 
mouth St., Boston, Mass., is executive 
secretary. 

New York State Retail Hardware 
Association, annual convention, Feb. 
9-10, 1943, at Hotel Syracuse, Syracuse, 
N. Y. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 


Ohio Hardware Association, war 
conference and exhibit, Feb. 16-18, 
1943, in Columbus, Ohio. Headquar- 
ters, conference sessions and exhibit at 
the Deshler-Wallick Hotel. John B. 
Conklin, 175 South High St., Colum- 
bus, is secretary. 

Oklahoma Hardware and Implement 
Association, annual convention, Jan. 
25-26, 1943, in Oklahoma City, Okla. 
Session at Chamber of Commerce. 
Charles F. Nelson, 411 Key Building, 
Oklahoma City, Okla., is secretary. 


Southern California Retail Hard- 
ware Association, annual convention 
and exhibit, Feb. 24-25, 1943, in Los 
Angeles, Calif. Convention headquar- 
ters, sessions and exhibit at the Elks 
Club. J. V. Guilfoyle, Rives Strong 
Building, Los Angeles, Calif., is man- 
aging director. 

Texas Hardware and Implement As- 
sociation, annual convention, Jan. 18-19, 
1943, at Dallas, Tex., Convention head- 
quarters will be the Adolphus Hotel. 
J. D. Martin, Jr., Bryan, is secretary. 


Virginia Retail Hardware Asso- 
ciation, annual convention, Feb. 22-23, 
1943, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohundro, Jr., Scottsville, 
Va., is secretary. 

Western Retail Implement and 
Hardware Association, annual conven- 
tion and exhibit, Jan. 26-27, 1943, in 
Kansas City, Mo. Headquarters and ses- 
sions will be at the Hotel President. 
Frank H. Spink, 322 Scarritt Bldg., Kan- 
sas City, Mo., is secretary. 

Wisco Hardware Co. annual conven- 
tion,.Jan. 25-27, 1943, at the company’s 
headquarters, Madison, Wis. J. A. 
Fitschen is secretary and general man- 
ager. 

Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 2-3, 1943, 
at the Hotel Schroeder, Milwaukee, Wis. 
H. A. Lewis, Stevens Point, Wis., is 
secretary-treasurer. 
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AUTOYRE 


MANUFACTURERS OF BATHROOM AND KITCHEN 
ACCESSORIES. NOW 100% IN WAR PRODUCTION 


THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 











neon Better for Laying | In War Dress! 







LINOLEUM. MOORE 2 


This specially formulated SHEF- 

FIELD LINOLEUM PASTE HANGERS 
makes the laying of linoleum (on | The hanger-with-the twist now comes 
floors, steps, sinks, etc.) a very | — instead of nickel finish. Sell 
simple job. It’s easy to work with Coe S en eee 


—it grips fast—it holds tight—and 
it’s priced for quick sales. Show M 
it to your trade NOW. % pts. to PUSH-PINS 


gallons. 
@ Write for catalog of 40 Sheffield 
Fast Sellers 


THE SHEFFIELD BRONZE POWDER & STENCIL CO., CLEVELAND, OHIO MOORE PUSH-PIN COMPANY - 113 sestten St | Phila. Pa. 


for every pin-up or hang-up need. 
They're profitable for you—de- 
pendable for your customers. 

















DOUBLE BALL BEARING 


v: DEES BACASTERS 


Thé Oniginak NO SLIPPING 
FLOOR POLISH} 


Tested and Approved for Over'12 Years 
Floors finished with @ Contains NO wax or oon Fat 
DANDEE glisten with its shellac 


high and even lustre. iff f : 
It is NON-SLIPPING and = fuoetnticnen rainary 
is safe to walk on in ‘ 


5 minutes WITHOUT Dealers and Jobber “FAULTLESS CASTER CORPORATION 
EVANSVILLE, INDIANA 
TWIN CITY SHELLAC CO., INC.., 340 Flushing Ave., Brooklyn, N.Y. Branches in Principal Cities Canada Factory: Stratford, Ontario 


— 








Good Salesmen Wanted— 


If you’re a good salesman inside or outside and 
want to get located, use the Classified Oppor- 
tunities Section of HARDWARE AGE. That’s 
the place where concerns looking for qualified 
men and men looking for desirable connections 
usually advertise and “connect”. HARDWARE 
AGE is read by more men in the hardware busi- a 
ness than any other trade publication. Consult wiTH 


and use it for quick, tangible results. Address DECAL USES 
HARDW ARE AGE Decals replace metal—save 


time, weight, cost. Send for 


Classified Opportunities Section i pone I ao Cc _" 
100 East 42nd St. New York Clty 5323 W. Lake St., Chicago, Ill. 


PAINT C oe ONER POINT DRIVER 


























There are no substitutes for quality—buy RED DEVIL Modern-line 


is 


| al . ‘ 
L % ae SS wig GLASS CUTTERS, glaziers and painters tools and machines. 
LANDON P. SMITH, Inc., Irvington, New Jersey, U. S$. A. 
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Demonstrations Help Sell Cleaning Cream 


LITTLE enamel pan, the bot- 
tom of which is stained with 
burned milk, helps sell a lot of 
25-cent jars of a special pan clean- 
ing cream at the Archer Davis 
hardware store. Genoa City, Wis. 
With many of the old and tried 
pan cleaners hard to get, or off the 
market entirely, housewives are 
looking for good pan cleaner sub- 
stitutes, Harry Davis says. He has 
installed a considerable stock of a 
special cream which sells for 25 
cents. The housewife merely takes 
a little of this cream on the tip of 


her finger, presses it against the 
spot on the pan which needs clean- 
ing and then rubs it with a rag. The 
pan is clean with hardly any rub- 
bing at all. 

“A 25-cent jar of this cream will 
last the average housewife quite a 
while,” states Mr. Davis, “because 
you use just a little bit. When a 
woman comes in and asks for the 
old time cleaning pads we tell her 
we haven’t got any but that we 
have a good substitute. We then 
show her the cream, pull out the 
pan from the counter and show her 




















Help Wanted. Accounts Wanted 
Business Opportunities 


Sales Representatives Wanted 
Set solid, maximum. 50 woras....... $4.06 
All capitais. maximum. 50 woras.... 5.00 

Each additional word...... ; 08 


Positions Wanted 
(Special Rate) set solid, mazimum 
Be ME io ba derinncscndssencesas $1.00 
Each additional word............... 
Allow Seven Words for Keyed Address or Your ‘Address 


BOXED DISPLAY RATES 
One incr .. 
Eacs additucanal incn.......... 4.00 








EXECUTIVE WANTED 


for administration and sales man- 
agement who held key positions in 
building hardware or machinery 
industry. 


Applicants aged 38 to 50 mail 
handwritten replies to 


Box H-173, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 








WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 
MILTON HARDWARE Co. 
OXFORD, PA. 

We alse 


buy factory cleseouts, 

or discontinued items. 

Address Box H-166, care of RASOwARS AGE 
100 E. 42nd St., N. Y. City 











TRAV EL ING SALESMAN—WELL ESTAB.- 
LISHED AND qualified now selling the hard- 
ware, mill supply and industrial trade in Tennes- 
see, Kentucky and adjoining territory wants allied 
line on commission basis. Excellent following 
among the well-rated retail and wholesale accounts, 
A-1 references. Address Box H-170, care of 
HaRpware | Ace, 100 E. 42nd St., N. Y. City. 





WANTED LINE ON COMMISSION FOR 
California. Call on the paint and hardware trade, 
chains and other classes of trade. Address Box 
H-171, care of Harpware Ace, 100 E. 42nd St., 
N. Y. City. 





STOCK-STORE CL ERKS, cou NTER SALES 
CLERKS, $28.-$30. weekly, 40-hours, 5-day week. 
Must have experience selling hardware, electrical, 
automobile, plumbing. machine parts, or similar 
lines. Good personality. New York City. Steady. 
chance for advancement. Address Box H-172, 
care of Harpwarr Ace, 100 E. 42nd St.. N. ¥ 
City. 
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ATTENTION MR. MANUFACTURER 


Write for my plan to look after your inter- 

est in the Minneapolis, St. Paul Territory 

for the DURATION. Well known in the 

hardware, electrical, small tool and auto- 

motive jobbing trade and chain stores. 

Address Box H-169, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 








NEED MORE SALES AGENTS 


in the hardware field to sell Marty's 
Wax Sweeping Compound in 30¢ and 
$3.00 sizes. Give age, experience, refer- 
ences and lines. 


Address 


DYRUD LABORATORIES 
Prairie du Chien, Wisconsin 














MANUFACTURER’S REPRESENTATIVE 
DESIRES A LINE—20 year acquaintance with 
chain store syndicates, also electrical and hard- 
ware distributors in greater New York and 
vicinity. Seeks sales connection in this territory. 
Address Box H-158, care of Harpware Ace, 1006 
E. 42nd St., N. Y. City. 


WANTED BY HARDWARE STORE, FIFTY 
MILES from New York City, man experienced 
in buying and selling hardware, — and house- 
furnishings to nice retail trade. Good pay. Ref- 
erences. Address Box H-174, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 


KEYS WANTED, BARREL TYPE FOR 
drawer locks, any quantity for sale cabinet locks 
with round bottoms, various sizes. Address-— 
Slidex Mfg. Corporation, 80-82 Wall St., N. Y. 
City. 








IF BUSINESS IS SLOW OR you are having 
difficulty with problems of Government and you 
are a manufacturer of unquestioned reputation 
and credit rating, my experience might be your 
Washington answer. Seventeen years as manufac 
turer’s sales and advertising manager, also ex- 
ecutive experience of importance with Govern- 
ment war agency. Write for brochure my history. 
Address Box H-168, care of Harpware Act 
100 E. 42nd St., N. Y. City. 


how it works. In about 95. per 
cent of the cases we get a sale, be- 
cause this is one demonstration 
that really shows how quickly it 
can be done. If we didn’t have the 
pan demonstration idea, we wouldn't 
sell half as much cleaning cream 
as we do now. The pan is our own 
idea. We figured we had a new 
item and that women might be 
skeptical of it, and that we would 
have to demonstrate in order to 
make the idea get across.” 

On the same table where the new 
cleaning cream is stocked, there are 
many other cleaning items and 
polishes. This helps to sell women 
on the idea of buying these allied 
items. Women who buy the clean- 
ing cream will also inspect the other 
items on the table very closely 
and often find things they can use 
in their homes to make cleaning 
easier. 


The Victory Tax— 
What It Means 
to the Employer 


(Continued from page 38) 


_ with the aggregate of the unpaid 


victory tax columns in the em- 
ployees’ accounts. Regular pay- 
roll period receipts and_ payroll 
checks (if heretofore used) should 
hereafter show the victory tax de- 
duction in addition to the other 
data furnished. 

If payroll records have not 
heretofore been kept it will be 
necessary to install, maintain and 
preserve such records as will ade- 
quately and correctly compile all 
of the information necessary for 
the preparation of the required 
returns and forms. Stock payroll 
records and forms have been de- 
signed by some of the specialty 
printing houses and are now avail- 
able. 

Conclusion 


In this article it was the writer's 
purpose to limit his discourse to a 
brief explanation of how the vic- 


.tory tax law affects the employer. 


It was not intended to discuss this 
law from the employee's or tax- 
payer's point of view. 

It should be borne in mind that 
the Commissioner of Internal 
Revenue has not as yet ‘promul- 
gated regulations relating to the 
victory tax. Consequently final 
and complete answers to all ques- 
tions are not now available. 
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Simplify Your Stock Jaking with the 


Harpware Ace Wurre Inventory SHEEtTs 


Actual size ot sneers 99g by |2 incnes over all; writing areo 
8!/o by I1'/2 inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 





You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1.000 


leading retail hardware dealers helped us design. 


From the many suggestions received this sheet 
was designed to sell at a new low price — 200 
sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of good 
white bond paper, this means you really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventorv space for 11.200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventorv Sheets because 
they found them simple. convenient and handv 


to use. The WHITE INVENTORY SHEETS are 








the best ever—they are even more simple, more 
convenient and easier to use. Our entire effort 
was directed toward making vour annual inven 
torv taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will 
fit the HARDWARE AGE Inventory Sheet Bind. 
ers which are used by thoisands of dealers whe 
reorder their Inventory Sheets from us vear ir 
and vear out. 


Due to the exceptional low price at which 

these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
vour order. 
Make vour inventory taking this year easier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order your 
supply today. 





onsanntennanuinessnessancssensitl Ga ER uidtnnnneniniinaninnsinnins 


HARDWARE AGE 1-7 
100 East 42nd Street, New York, N. Y. 


Gentleman: 

| Seer Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ maiting 
charge). Also send me......... Binders (50¢ each). Send these to me by return mail. 
RNIN, 200.5:2 cnt leanasicceen da eobaencesamereenaedeseaeeeh eae POs ca te dcisdesseddnkecainnda tun caoe eee eeme on eeaveKs 
Re aoe nee errs yree err ene nny errr Bea ae Wee REE Belen nir ra ae DOE ee sa seceeses 
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Handles Easily 
WET .. DRY 


Pre-Waterproofed and Pre-Lubricated 
by Exclusive Methods 





Makes Columbian Rope 
more flexible 







Look for the 
RED, WHITE 
AND BLUE 
MARKER 
when you buy 


( 0) L U M B IAN ra ul! P E aes 


PROFIT NOW FROM WOOD 


NEW AND NOVEL USEFUL ITEMS 
THAT WILL MAKE MONEY FOR YOU 


* SEND FOR CATALOG SHEET « 


Order through Your Jobber for 
Better than Average Discounts 


NOCK-ON-WOOD, LTD. 


“Ideas in Wood" 
BLOOMFIELD IOWA 


Genuin® DOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
40c SET-10¢ SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 
























Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Neiseless. Sizes for metal beds, wood beds, large 


Ask your Jobber. If he is 


DOMES of SILENCE, Inc., 35 Pea 
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A | K 
| 
Acme Steel Co. 74 | Kampa Mfg. Co. 85 
Aanatoan Central Mfg. Co. 13| Keystone Steel & Wire Co 53 
American Chain & Cable Co. Inc. 20| 
American Chain Div. 20 | 
American Mfg. Co. .. 2} L 
American Molded Prods. Sales Co. pd Larson Co.. Chases 0 89 
American Pad & Textile Co. . ientneed Hdwe. a 3 
Ames Baldwin Wyoming Co. LoZone Div. 91 
Arcade Mig. Co. .. Lufkin Rule Co., The 76 
Archer, Daniels, Midland Co. 7 | 
Arrco Playing Card Co. a| 
Arvey Corp. 98 | M 
Atkins & Co., E. C. 9) Magor Car Corp. 83 
Atlas Asbestos Co 61 Marlin Firearms Co. 3 
Autoyre Co., The 93 | Master Lock Co. i 
| Meyercord Co. 93 
B Miller, Inc., Robert E 96 
| Moore Push Pin Co. 93 
Sater Site. Go. 85) Mortell Co., J. W. 88 
Bayer-Semesan Co. 84) Myers & Bro. Co., F. E . 
Bethlehem Steel Co., Inc. 55 
Blaisdell Pencil Co. . 16 
Bommer Spring Hinge Co. 87 N 
Boss Mfg. Co., The 79) National Mfg. Co. 17 
Briggs & Stratton Corp. 43 | National Screw Co. 99 
Brown & Sharpe 91 | Nock-On-Wood, Ltd. % 
| Norcross & Sons, C. S 86 
c | Norton Lasier Co. 49 
| Carborundum Co., The 4) 
=. of the South } fe} 
LoZone Div. .. 91 
TopLine Div. . 85 Oxford Tool Co. 92 
Cheney Hammer Corp., Henry 59 
Chicago Lock Co. ..... 85 | P 
Chicago Roller Skate Co. 87 | Phoenix Mfg. Co. 60 
Clemson Brothers, Inc. 7 | Premax Prods. 90 
Cleveland Chain & Mfg. Co. 91 | Progressive Mfg. Co 98 
Cleveland Cleaner & Paste Co. 8! 
Cleveland Mill & Power Co. 64 | 
Cleveland Wire Spring Co. 92 | R 
Climax Industries . 41 | Ray-O-Vac Co. | 
Clopay Corp. . 6-7| Remington Arms Co., Inc 37 
Columbian Rope Co. . 9%6| Ruby Chemical Co. 9 
Cook Co., The H. C. . 
Coughlin Co., G. N. 47 5 
Crescent Tool Co. . 10 
Cross, W. W. % Sandvik Saw & Tool Corp 89 
Schatz Mfg. Co., The 14 
Sheffield Bronze Powder & Stencil 
id pee 93 
Damascus Steel Prods. Co. 16| Silver Lake Co. 89 
Deming Co., The . 71 | Simoniz Co., The 45 
Devoe & Raynolds Co. 51 | Smith, Inc., Landon P 93 
Diamond Calk Horseshoe Co. 16| Stanley Works, The 5 
Domes of Silence .. 96 | Star Mfg. Co. 91 
Drake Electric Works, Inc. 90 
T 
E Tennessee Valley ne ‘ 
I 
Economaster Prods. Co., Inc. 87 wn eR iia 
Embury Mfg. Co. 84 Textile Mills Corp 64 
Topline Div. 85 
F Toxite Laboratories 39 
Faultless Caster Corp. 93 | Treasury Dept. 12 
Forsberg Mfg. Co. 89! Troy File Works 92 
ro Se 8! | twin City Shellac Co 92 
“ U 
Graham Mfg. Co. 92 ? 

Greenlee Tool Co. ae oh roe weed Co. (weld 70 
: nite ates Plywoo ° eld- 
Griffin Mfg. Co. 69 went Ged . ” 

Upson Brothers, Inc 91 
H | 
Harker Pottery Co. 89 | y 
Wl-thew Co. os Vaughan Novelty Co 87 
Holmes Seed Co. 88 | Vichek Tool Co., The 75 
Hoyt & Worthen 92 
Huenefeld Co. 100 Ww 
| Wickwire Bros. Inc. 62 
| Wood Shovel & Tool Co. ig 


Indestro Mfg. Corp. 65| Wright Steel & Wire Co., G. F. 16 
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THE 21ST EDITION 


OF THE 









WA Moo een 


the 
3 A = 


QUICK FACTS ABOUT 
THE VITAL USEFULNESS 
OF THIS 21ST EDITION 


1. 739 pages ef Product Listings & 
Condensed Catalogs—streamlined to 
help hardware retailers and whole- 
salers meet today’s wartime condi- 
tions. 


2. 330 pages of Product advertis- 
ing—the ad-catalogs of 525 manu- 
facturers. 


3. Over 20,000 manufacturers’ 
brand and trade names under ap- 
proximately 7,500 Product-Headings 
—all streamlined and modernized 
for quick and easy reference. 


4, More than 30 Editorial Refer- 
ence pages present needed data on 
a variety of subjects vital to hard- 
ware merchants. Included are sum- 
maries of war-time and priority “P” 
orders affecting hardware merchan- 
dise. 


5. Special listing of trade names 
and house brands owned by and 
originating with hardware jobbers. 


6. The most complete and compre- 
hensive Directory Number ever pub- 
lished of manufacturers of Hardware, 
Tools, Household and Kitchen ware; 
Farm, Garden and Dairy Equipment; 
Insecticides, etc.; Paint, Stoves, 
Electrical Appliances and Supplies; 
etc., plus hundreds of merchandise 
items made of non-critical materials 
to meet war-time conditions. 


JANUARY 7, 1943 














MERCHANDISE 
DIRECTORY 
NUMBER OF 
HARDWARE AGE 


Is now actively performing a 
vital wartime service for wholesalers 


and retailers of hardware 


UST off the press, this new edition has been streamlined to meet the 
urgent needs of 26,000 Hardware Buyers. 


In one book they can locate all important hardware manufacturers for 
substitute or alternate products of non-critical materials to make up for the 
loss of sales and revenue on normal products which are now unavailable. 


This makes the new edition more useful, more needed, than ever before— 
a veritable lifesaver—a key to gearing their merchandising activities for a 
more profitable survival under today’s conditions. 


Equally important is the Editorial Reference Data presenting a summary 
of war-time orders affecting hardware store merchandise, priority. “P” 
orders and up-to-the-minute data on a variety of subjects vital to hardware 
merchants. 


In every way this 2lst coming-of-age edition of “Who Makes It” is a 


splendid example of the editorial service that has made HARDWARE AGE 
the acknowledged leader in the field. 


HARDWARE AGE 


A. B. C. © Charter Member ¢ A. B. P. 
PUBLICATION 


100 East 42nd Street, New York, N. Y. 
A CHILTON ) 
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* WHERE'LL WE GET 
TANK FLOATS AND 


THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
AMERICAN Guided By Its Circular Rim 


Mi Mi 
cea p aeanenere Ind estructo Tue Forstner 
PLASTIC =f ints. cats ay 








a 
No plumbing job need be held up for lack of these fittings 


ill Wi, 





“Indestructo" 





; arc of a circle, and 
TANK FLOAT = FLOATS and ELBOWS, im medi- leaves a smooth- 
Two sizes: 4°x5" and 3/2°M2"- +1 available, are today’s better- 
ments. Tough, buoyant, leak-proof, walled, flat-bot- 
resistant to any water content. tomed hole in the 
Float weighs only 2 1/3 oz. Lighten . 
strain on rods and ball cocks by toughest, knottiest 
nearly a pound! 
NEW INSTALLATIONS If your customers have war uses for 
REPLACEMENTS these heavily demanded bits, you can 
American Plastic Plumbing fittings are = we bape a agbbreicmnegee 
“Indestructo" making new business, atin pete > tars 134" a 3 
FLUSH ELBOW JOBBERS: Write for samples and prices. by eighths 7 
Molded one-piece. RETAILERS: Order from your wholesaler. * , ; 


4 sizes: 2"x4" x6", 2” x5"x7", 


2” x6" x8", 2” x8"x10". O° 
. i ‘ d riginators and Pioneers 
eee of Plastic Plumbing Fittings. 


PTT MOLDED PRODUCTS SALES CO. She PROGRESSIVE MFG. CO. 
1758 N. HONORE ST CHICAGO. ILL. TORRINGTON:::CONNECTICUT 


Your Customers 
NEED 


sranperety, i eet | FOR THE YEARS 
oN hie “ &§ After Victory 


| 
' When victory is ours the Arcade 
















150 and 
50 ft. rolls 


THE WwW mat 36 in. wide 
production lines will again turn out 


Pep-uP LAGGING SALES with this 
steady yeor ‘round seller. R-V-LITE constant magazine, 
radio and point-of-sale advertising helps you build profit- 
able sales. 


BETTER AND CHEAPER THAN 
GLASS FOR MANY USES... 


Best by test for poultry houses, hot and cold bed 
frames, farm buildings, tool sheds, storage cribs, 
storm doors and windows, sun porches, basement 
and attic windows, and many other uses about the 
farm and home. 


A STEADY REPEAT SELLER 


You can bank on R-V-LITE repeat-sale quality 
and lasting service. 


Push R-V-LITE, the dealer's profit and 
sales delight. Order today from Jobber. 


| 
| large quantities of hardware, tools 
and toys to meet the pent-up vol- 


ume of civilian buying. 


New Improved products, now being 








pen designed and perfected, will be 
REE ciseensis available for the post-war period. 


DISPENSER 
DISPLAY 


With order of one 


*. or three * 
t. rolls 





ARCADE MFG. CO. 
| 1201 SHAWNEE ST. 
FREEPORT, ILL. 


AKCADE 


HARDWARE & TOOLS 


ARVEY CORPORATION 


Exclusive Monufacturers of R-V-LITE 


3470 N. KIMBALL AVE. * CHICAGO, ILL. 
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Hardware Guards 
the Home Front 


Every hardware man—retailer, wholesaler, or manufacturer— 
stands 100 per cent in favor of doing whatever is necessary to win 
the war quickly. It means hardship—extreme hardship for jobbers 
and dealers—and these loyal citizens have tightened their belts 
with the grim determination to make the best of it. 

At the same time, they wonder a little whether the importance 
of their function in the wartime economy is fully recognized. 
Homes and farms must be maintained, tools and equipment must 
be kept in repair, hundreds of little jobs must be done by millions 
of Toms, Dicks and Harrys all over this country in 1943. Jobs 
that mean in the aggregate, a huge program of conservation. 

The hardware store is the place where the Toms, Dicks and 
Harrys go to secure the supplies they need for these small, but 
important, maintenance and repair jobs. That’s why we say— 


“Hardware guards the Home Front.” 







































































THE NATIONAL SCREW & MFG. CO., CLEVELAND, 0. 
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KEROSENE 
STOVES * RANGES 











BLU HOT 
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Wictoss 
BURNER 





RANGES ¢ STOVES « OVENS °@ HEATERS 


THE H@GewerelD Co. CINCINNATI, 





OHIO 


OR PE Re ca EE RP: 
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